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FIFTY-ONE YEARS 1922 


of Conservative and Efficient Management together with 
Liberal Concessions to its Policyholders have placed the 


LIFE INSURANCE COMPANY OF VIRGINIA 


1871 


| 


| Where it is today 
IN THE FRONT 
RANK 





Assets December 31,1921............. 
MigneaNOe Hie OFC Cris. 6 ois shan ss are wae «ame as x 
Payments to Policyholders since Organization over...... 


of up-to-date well established 
and progressive Old Line 


Companies 


$28,308,449.13 
214,188,461.00 


a Pedocies 27,720,705.42 
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| Union 
Central 
Building 


HOW MUCH WILL IT 


“How much will it cost?” sooner or later interrupts every selling talk. Life Insurance Agents who can show the low net 


Premium deposits of Union Central insurance need not evade this question. 
performance. Union Central history is full of enviable records demonstrating 
long period of years on account of Union Central Low Net Cost. 

A policy which covers the entire period of the Company’s existence recently 
liberal dividends made possible a most remarkable return to this insured. 





COST? 


Estimates of future cost are best based on past 
that our policyholders have benefited over a 


became a claim. The exhibit below shows how 


Policy No. 11. 


Total Gross Premiums 
Total Dividends 


Excess of Dividends over Premiums 


Amount: 


$2,000. 


Age: 


22. 


Period covered: Entire 


Company history, 1867-1921 
Premium $83.90. 


Plan: 


10-Payment Life 


eee reese seers eeeeeeeeeeseeeseeeeee 


eee meres reese eeeeeeesesesreeeeeeeesene 


eee reese ere eee esseeeseee 


$839.00 
1,065.30 


$226.30 


Amount of Policy 


Additions purchased with $341.83 Dividends 
Dividends taken in Cash 


eee eee meee eee eeereeeeeeseseesese 


Total Cash received by Policyholder and Beneficiary......... 


Premium Deposits (less $166.61 Dividends applied) 


Excess Receipts over Deposits 


eeeeerene 


$2,000.00 
437.00 
556.86 


$2,993.86 
672.39 


$2,321.47 


A booklet further describing this interesting policy will be 


sent on request. 








| The Union Central Life Insurance Company 


| CINCINNATI, OHIO 


For further information address 
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WHAT OF YOUR SURPLUS LINES ? 


* Any Insurance Broker having surplus life insurance to place 
will find JOHN HANCOCK service of the very best. Operat- 
ing under the insurance laws of Massachusetts, the Company 
believes in Safety First and in Service to its Policyholders. 











« Investments are carefully made: Contracts contain all the 
equities and options, including total disability and double 
indemnity clauses. 

‘ The JOHN HANCOCK is one of the few companies issuing 
life insurance for corporation purposes on what is known as the 
commercial form. From the legal standpoint insurance written 
on the life of an officer of a corporation, in which the corporation 
is named as beneficiary, should be written only on this regular 
commercial form of contract. 

‘ THE JOHN HANCOCK issues all forms of business life 
insurance endowments and income policies. The latest form 
is ‘“‘Endowments in Series.” This is a definite program of 
insurance adapted to the needs of the business man. 

‘ The Company gives fair minded consideration to all cases 
both from a physical and occupational standpoint. 

‘ All distributions of surplus earnings are annual. 

‘ The limit on a single life is $150,000. Policies issued on 
lives ranging from ages 15 to 65. 

‘ The JOHN HANCOCK ‘General Agencies give real, con- 
tinuous service. All business is promptly attended to and claims 
are promptly settled on the basis of full equity to the policy- 
holder. 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
Sixty years in Business. Largest Fiduciary Institution in New England. 


ASSETS - tO a a a 5 = Ser are - - =  $239,693,000.00 
POLICYHOLDERS’ RESERVES and ALL OTHER LIABILITIES - $226,361,000.00 
SURPLUS - c _ z: ” e a = a e = = 13,332,000.00 
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Paper on What Is Credit, 
by J. Stanley Edwards 


Responsibility of the Life Insurance 
Agent, by F. H. Davis 








GREATEST OF ALL LIFE INSURANCE CONVENTIONS 





International Meeting at Toronto, August 22, 23 and 24 Exceeded 
Expectations in Size and Interest 





A. O. ELIASON IS NEW PRESIDENT OF NATIONAL ASSOCIATION 





Discussions Bring Out Many Original and Valuable Ideas for Selling Life Insurance 


GREAT array of life insurance selling talent 

contributed to the making of the King 

Edward Hotel, Can., a very 

lively place during the period covered by 

the Third International Convention of the 

National Association of Life Under- 

writers and the Life Underwriters’ Asso- 

ciation of Canada. While the stated 

meetings occupied Tuesday, Wednesday and Thursday, August 

42, 23 and 24, there were executive committee meetings on 
Monday, and numerous delegates had arrived even earlier. 

In general, the purpose of the convention was to discuss 
Various methods by which the life insurance needs of Canada 
and the United States could best be satisfied, and the plan fol- 
lowed was the discussion of particular problems, the reading of 
formal papers being barred. 

President J. G. Stephenson, of the Canadian association, 
warmly welcomed the visitors and President John L. Shuff, of 
the American Associat ion, was given an ovation. He said that 
he had traveled 40,000 miles in the United States and Canada, 
during his incumbency in office, having been in all except five 
States. He pleaded for agents to cease calling life insurance 
@ game, and said that to him the rate book is a sacred problem. 
He predicted that every university and State institution of 


Toronto, 


learning in the country will soon be teaching life insurance. 
High standards for the business were urged, Mr. Shuff de- 
claring that a crooked or dishonest underwriter sets the pace 
for the entire life insurance profession in his community, so 
far as the opinion of the public is concerned. 


HuMAN ELEMENT IN SALESMANSHIP 

In introducing Dr. John A. Stevenson, second vice- 
president of the Equitable Life of New York, who spoke on the 
Human Element in Salesmanship, Mr. Shuff referred to him 
as the best-posted man on life insurance in the United States. 

The human element, Dr. Stevenson said, is the all-important 
one in salesmanship. While he would not detract from the 
technique of the sale, no training can take the place of the 
human element. The salesman must concentrate on the real 
needs of the prospect and his desires as to the future of his 
family, and thus comes close to the most intimate facts of a 
man’s life and ambition. The conversation can hardly get un- 
duly technical if the salesman keeps on that tack. 

He advised thinking of life insurance as a target of interest, 
vital human needs being the center of attraction, Aim at that 
and you will land something, for each man is interested in his 
own human needs. In laying out a life insurance program for 
a man, the salesman should be cautious not to overdo and 
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make it too elaborate; but he should never stop 
trying to finish the program. Dr. Stevenson 
advised the frequent use of human home ex- 
pressions, with particular reference to mother, 
son and daughter. “Be human by talking about 
human things.” 

He advised against selling life insurance on 
the basis that the prospect ought to take it be- 
cause it is good, anyhow. The prospect should 
always be given a chance to talk about himself. 
A man must have imagination to be a real suc- 
cess in life insurance. 

Dr. Stevenson then told of the man who 
had observed aged hangers-on watching billiard 
games, but who were too poor to play them- 
selves. This man resolved to charge himself 
twice over for each game he played, putting 
the overcharge into life insurance, so as to be 
able to play in his old age. 

Mayor Maguire referred to the fine, friendly 
sentiment existing between the United States, 
England and Canada, and to the necessity for 
sentiment in the life insurance business. He 
told of things accomplished in the province by 
the co-operation of the various municipalities, 
and how the death rate had been reduced 
through the aid of the women. His hospitable 
offer of the keys of the city and his advice to 
ask for anything wanted, but not seen, were re- 
ceived with applause. 

HOW MEN ARE INFLUENCED TO BUY 

Upon this subject, W. W. Charters, of the 
Carnegie Bureau of Personnel Research, took 
the ground that men are more influenced by 
their feelings than by logic. He asserted that 
personality can be developed. He urged his 
hearers to let the other fellow have his say, 
and then they can have theirs, when soliciting 
business. 

Tue CLOSE AND THE “YES” ATTITUDE 

James Elton Bragg, instructor, School of 
Life Insurance Salesmanship, New York Uni- 
versity, said that the close is a decision, the 
final step in a process, in which the cultivation 
of a “yes” attitude is a necessary preliminary. 
Unless the process has been rightly conducted, 
it cannot be effective. The close is the keystone 
of an arch, but is useless without the arch. The 
prospect must be made to realize an unsatis- 
fied need and made to want it now. It is gen- 
erally necessary to make the prospect, who 
ordinarily thinks of himself as being alive in- 
definitely, project the idea of life insurance 
needs from the future to the present. The ima- 
gination and heart must be called upon to aid 
the salesman. 

Mr. Bragg cited the case of several friends 
on a hunting trip in the forest. The insurance 
agent of the party, silent until asked about in- 
surance, painted a word-picture of their being 
lost for many years and then going home. “Is 
there a home to go to?” “Who has paid the 
bills all these years?” These were among the 
natural questions to arise, and which led to 
the insurance of the party. But a cold argu- 
ment on cash values would not have done so. 

In order to develop a “yes” attitude it is 
well to ask a series of questions which can 
readily and only be answered “yes.” A Yale 
graduate might be asked (when it is known he 
has a son) if he has a son, if he is going to 


come insurance. 
istics, he stated that it is good protection to 
sell 


send him to Yale, etc., to which questions the 
answer is almost certain to be yes. Then bring 
up the possibility of his not being able to go 
and the need for life insurance to guarantee his 
education. 

In brief, the tactics of the close are: Geta 
decision on a minor point, such as preference 
for annual or quarterly premium payments; 
present alternate proposals on some question, to 
which in either case the answer will be an ex- 
press or implied affirmative; give a positive 
suggestion involving signature of application, 
without using the word “sign”; if credit is 
necessary, do not use the word “note,” but due 
bill; save biggest selling point for the last, so 
as to deliver a knockout blow, if necessary. 

There must be personal force behind the 





A. O. ELrason 
Newly Elected President, National Association 
of Life Underwriters 


agent’s words, energizing his ideas; and it is 
desirable to use plain, easily understandable 
language. 


COLLEGE AND UNIVERSITY 


COURSES 


Dr. John A. Stevenson made an important 


announcement in connection with the subject of 
the study of life insurance in colleges and uni- 
versities. 
such courses in addition to those already in 
existence, have led to the formation of a com- 
mittee of joint standards to encourage the in- 
auguration of additional schools of insurance. 
In this movement the Life Agency Officers As- 
sociation and the National Association of Life 
Underwriters are co-operating to spread the 
knowledge of insurance by aiding in the exten- 
sion of schooling facilities. 
ulum has been worked out and standards pre- 
pared for the faculty, and such information is 
now available for State universities and other 
centers of learning. 
relating to this matter will soon be forthcoming. 


Requests for the establishment of 


A practical curric- 


A further announcement 


It was announced that there are now about 


150 organizations enrolled as members of the 
National 
New Mexico won the prize for largest increase 
in membership last year. 


Association of Life Underwriters. 


INCOME INSURANCE 
L. N. L’Esperance opened the subject of in- 
After describing its character- 


and shows material advantages to the 


4 


agent. Whereas, lump sum insurance Sales 
average $2000 to $3000 each, income Policies 
produce average sales of the equivalent of $5009 
to $7000 each. There is, therefore, a greater 
volume of production for the same amount of 
effort. In addition, the agent serves his client 
better when supplying income insurance, A 
lump sum of $10,000, $20,000 or $30,000 may 
look large to the prospect, but when converted 
into terms of income it is not so impressive 
The speaker advised starting a man with a rel. 
tively small sum of income insurance, and then 
going back and increasing it from time to time 
He also spoke of the advertising value of visit 
made when paying claims in monthly insta. 
ments, in the meeting of friends and relatives of 
beneficiaries, who become aware of the purpose 
of the agent’s calls, and are led to consider ip. 
surance. 

Mr. L’Esperance cited several situations jn 
which income insurance interested people who 
would ordinarily be difficult to sell lump sum 
policies to. One man had a rich wife, but 
bought income for his daughter. Another had 
$100,000 insurance which he converted into in. 
come and took additional protection. 

In income insurance, the beneficiary gains the 
certainty of income, without fluctuation or 
loss. If a man carrying $15,000 lump sum dies, 
his wife, after paying bills, wants to invest 
the remainder. If she buys bonds, she cannot 
get over $800 income, which is not enough for 
her needs. What can she do to produce more 
—and what would you do under such circun- 
stances, Mr. L’Esperance asked. 


Discussion oF Lire INcoME Cases 
Charles Jerome Edwards invited discussion of 
the particular cases involving life income it- 
surance, as set forth in the program, telling the 
audience to “make it peppy, say something and 
get through.” The life underwriters are pre- 
sumed to know their business, and their clients 
will accept their assertions with confidence. 
Use your knowledge to help the prospect 
particularly the “poor boob” who thinks $500 
or $10,000 of insurance sufficient for his family 
advised Mr. Edwards. Encourage him, and tel 
him what he ought to do. Show him how his 
program should be built. Include life monthly 
income, and impress it on the prospect that i 
is salvation insurance. Only so can _ proper 
provision be made for wife, mother, sister ant 
others. Lump sum insurance doesn’t carry ott 
a man’s intentions; take him to your heart and 
tell him how to do it. 
The meeting then proceeded to discuss Ca 
I, which was prepared as follows: 
CASE I 
Sam Wilson, 27 years old; wife, 25: 
one child, two years old. Is a traveling 
salesman, earning a salary of $3000 4 
year. He has bought a house for $800, 
on which he still owes $5000, that is to 
be paid on the instalment plan at the rate 
of $600 a year. Interest on mortgage 
7 per cent. He carries no life insurance. 


J. Henry Russell advised getting an extensi® 
of the time of payment for the house; the work 
ing out of a budget, and the devotion of ‘HS 
yearly to insurance. The insurance he walt 
divide substantially as follows: For mortgat 

(Continued on page 7) 
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HE farmer is a potent buyer and 

upon his prosperity depends to a 
large extent the purchasing power of the 
rst of the country. If the farmer is 
teavily pressed for money his condition 
isreflected in a great many industries and 
there is sometimes a situation bordering 
on panic in financial circles. It is most 
encouraging to learn, therefore, that the 
crop outlook in this country is good, that 
the farmer is assured a fair profit for his 
product and that Europe is badly in need 
of our grain. The National Park Bank 
in its foreign trade bulletin estimates that 
fully 100,000,000 bushels of grain will be 
needed to satisfy foreign requirements. 
The bank in this connection says: 

In this country the crop outlook is quite re- 
markable, as thirty-one separate States reported 
conditions above normal. The composite condi- 
tion of all crops as of August 1, determined by 
the surveys of the Department of Agriculture 
at Washington, shows up I.2 per cent above the 
ten-year average. If the August promise should 
be fulfilled, fully $1,200,000,000 will be added to 
the value of this year’s farm products as com- 
pared with that of 1921. Seventeen of the 
great crops at current prices are valued at 
¥7,134,654,000, as against a total valuation indi- 
tated by the August figures of last year of only 
$5935,861,600. The remarkably fine growing 
Weather witnessed in July was of great benefit 
to the farmers and accounts in large measure 
lor the exceptional gains made. 


HE convention season is in full swing 
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in the underwriting world. Men en- 
gaged in almost every major branch of 
inderwriting are holding meetings and 
&xchanging views and ideas designed to 
lad to the betterment of the business. 


The biggest life insurance convention 
ever held closed at Toronto last Thurs- 
day, and in the next few weeks several 
other important meetings will take place, 
including those of the National Conven- 
tion of Insurance Commissioners, the In- 
ternational Association of Casualty and 
Surety Underwriters and the National 
Association of , Casualty Surety 
Agents, the American Life Convention, 
the International Claim Association, the 
National Association Insurance 
Agents, the Western Union and the 
Eastern Union, the Health and Accident 
Underwriters’ Conference and the South- 
ern Industrial Insurers’ Conference, the 
Western Insurance Bureau, and the Life 
Agency Officers’ Association. Many of 
these organizations are national in their 


and 


of 


scope, and bring together for conference 
upon live subjects men from all parts of 
the country. In this way they are help- 
ful in bringing about closer co-operation, 
and aid in smoothing out matters which 
might lead to controversy. 


HE necessity of selecting the right 

sort of a man to write life insur- 
ance, and then train him carefully was 
demonstrated at the recent convention of 
life underwriters at Toronto. The time 
when an agent was sent out into the cold 
world plus a rate book and minus any 
knowledge of the business seems to be, 
and rightly so, of the past. With great 
universities teaching life insurance as a 
profession and the turning out of capable 
men to sell, and not peddle, life insurance, 
the untrained individual who has only the 
rate book in his pocket will have a hard 
time competing with his fellow agents, 
who have given time and work to the 
study of life insurance salesmanship. 
The past year or so has shown a decided 
trend towards the education of insurance 
salesmen and the attraction of high-class 
men into the business, it is expected, 
will result in the business of life insur- 
ance standing higher in the community 
than heretofore. There have been many 
good men in the business at all times, but 
there have been others who have not 
been a great credit to life insurance and 
their presence has been more harmful 
than good. 


HE outstanding features of last 
week’s international convention of 


life underwriters, at Toronto, were the 


re) 


Editorial 








earnest discussions of subjects involved 
in rendering the best service to the public, 
and the announcement of a vigorous 
program of endeavors to have life insur- 
ance given a distinct place in the studies 
of the colleges and universities of the 
country. With a greater attendance than 
at any previous convention, the Toronto 
meeting is believed to have set a world’s 
record among gatherings of life under- 
writers. The exchange of ideas upon 
practical questions in life insurance sales- 
manship will undoubtedly result in in- 
creased business, thus proving advan- 
tageous not only to the agent but to the 
companies and the insured. Those par- 
ticipating in the discussions took a broad 
ground, their vision extending into the 
future, and considering the best plans 
for the insured in the coming years, 
rather than for the present only. All 
agents were urged to lay out programs of 
insurance for their prospects which will 
meet the latters’ needs, and thus secure 
their confidence. Regardless of immedi- 
ate business, this plan will work out to 
the greatest benefit of all concerned, and 
the agent following it will prosper in the 
present as well as in the future. 


DAVID A. REED IS UNITED STATES 
SENATOR 
Son of President James H. Reed of Reliance 
Life is Honored 

The many friends, both in and cut of the in- 
surance business, of Hon. James H. Reed, and 
his son, David A. Reed, will be much pleased to 
learn of the honor conferred upon the latter by 
Governor Sproul of Pennsylvania. Some little 
time ago, Philander C. Knox, United States 
Senator from Pennsylvania, died, and in due 
course Governor Sproul appointed William E. 
Crow to fill out the unexpired term of Senator 
Knox. Senator Crow died before the unexpired 
term was completed, and Governor Sproul has 
appointed David A. Reed as Senator to fill the 
remaining portion of the unexpired term of 
Senator Knox. Senator Reed was nominated 
in the last open primaries, to be elected at the 
next election, to be held in November, both for 
the remainder of the unexpired term of Sena- 
tor Knox and for the regular term. His popu- 
larity is evidenced by the fact that his nomina- 
tion was made by an unprecedented majority. 

Hon. James H. Reed is president of The Re- 
liance Life Insurance Company of Pittsburgh, 
which company has shown a large and steady 
growth in business outstanding, as well as in 
financial condition, from year to year since it 
started business in 1903. At the end of 1921 
the company had more than $218,000,000 of in- 
surance in force and nearly $18,000,000 of assets, 
with a surplus of over $1,750,000. 
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SELLING ASSISTANCE 


Roger W. Babson’s Statistical Organization has evolvedan 
interesting mathematical expression of a commonly accepted 
fact. “The volume of business obtained by any salesman 
equals the sales pressure divided by the sales resistance. 


Pp 
V = —, where V = volume of business, P = sales pressure, and 
R 
R = sales resistance. 


The volume of business can be increased by decreasing the sales re- 
sistance or by increasing the pressure. Sales resistance is more or less fixed 
and is determined by the mental attitude of the public. Sales pressure, 
however, can be altered at will.’’ 


It is part of this Company’s conception of service to its agents to place 
in their hands practical selling helps that will enable them to increase their 
selling pressure. 


These are some of the advantages that help Guardian agents to over- 
come sales resistance: 


A Training Course for new and old agents. 
A Prospect Bureau, which develops live leads. 


A Policyholders’ Service Department, through which 
the agent is able to foster the good will of his clients. Every 
Guardian policyholder is entitled, free of charge, to our 
Health Service, conducted by the Life Extension Institute. 


For full information of what this Company is doing in behalf of its 
agents and policyholders, address 


T. LOUIS HANSEN, Vice President, or GEO. L. HUNT, Supt. of Agencies. 


THE GUARDIAN LIFE INSURANCE COMPANY 


of America 
Established 1860 under the laws of the State of New York. 
Home Office” - - - - - 50 Union Square, New York 
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Dr. JouN A. STEVENSON 

Second Vice-President, Equitable Life Assur- 
ance Society of the U. S., New York 

¢<ooo convertible term ; for clean-up of expenses, 
$1500 ordinary life; for income, $9000, an en- 
dowment at 65. This would produce a $100 
anmuity for Wilson, or $85 per month for his 
wile. 

Donald Sinclair of New York spoke of the 
short memories of the average person for those 
yho have died; but recommended income in- 
surance as a means of remaining in the family’s 
recollection, as well as putting an estate beyond 
risk of loss. 

Orville Thorp recommended a program in- 
volving about $400 yearly for premiums. His 
plan embraced $5000 convertible term to cover 
the mortgage, and $2500 for cleaning up ex- 
yenses; then an endowment at 65 to provide $50 
amonth for either Sam or his wife, with a 15- 
year endowment for educational purposes. 

Mr. Darbey of Baltimore advised finding out 
how much can be spared for insurance, and put- 
ting it all in term insurance; then coaxing Sam 
along, to increase insurance as savings in inter- 
est warrant. 

Mr. McMullen of Los Angeles figured that 
$300 can be invested in $10,000 ordinary and 
$000 term insurance for the benefit of wife 
and child first. He said there might be an in- 
crease in the family before there was an increase 
in salary. He advised $2000 lump sum and the 
balance monthly income to be increased as 
salary increased. 

E. A. Woods suggested a program including 
five-year income insurance policies, constituting 
links ina chain—one policy first and more later, 
for the benefit of wife and child. 

Mr. Creel of Detroit suggested income insur- 
ance for the entire family, and Mr. Hardy of 
New York suggested a survivorship annuity. 


BUSINESS INSURANCE DISCUSSION 

In the absence of William J. Graham, second 
Vice-president of the Equitable Life Assurance 
Society, George L. Dyer of St. Louis opened 
He was not 
prepared for the task and spoke only a few 
moments, 


the business insurance discussion. 


He advocated the use of business 
Mstrance for use as a sinking fund for future 
expansion, especially for small concerns which 
ae in a good financial position. 

William May, Jr., of Toronto led the case 








L_ 


Before calling for remarks from 
the floor he remarked upon the difference be- 
tween the selling of business insurance in the 
United States and Canada. While in the States 
no one seems to think anything of talking busi- 
ness insurance by millions, the Canadians re- 
serve their figures to thousands and consider 
themselves extraordinarily fortunate to secure 
an application for more than $5000. Many poli- 
cies of that or smaller amounts are sold, how- 
ever. Mr. May said that he only knew of one 
million dollar case in Canada and he was re- 
serving that for himself. 


discussion. 


The first business insurance case was as fol- 
lows: 
CASE 6 

A partnership consists of two males, 
ages 60 and 40. Each has invested $5000 
in the business. The elder is an experi- 
enced buyer and is thought highly of at 
the bank. The younger is full of good 
ideas and is a good salesman, possessing 
energy and initiative. 


The case was discussed by Mr. Ganse, Mr. 
Manning and Mr. Darby of 
plan was to secure protection for the younger 


3altimore. The 


man, enough both to buy out his partner’s 
share and to carry the business over a reason- 
able period until a suitable successor should 
be found. 

Mr. Ganse also discussed the next case, re- 
marking on the similarity between it and a re- 
cent case in Boston. The case as programmed 
was as follows: 

CASE 7 
The Edge Manufacturing Company is 
capitalized at $10,000. Its president, John 

Smith, is 45 years old and is the impor- 

tant man as to ability and finance. The 

directors desire to raise $25,000 by means 

of a bond issue. You want to sell busi- 

ness insurance to them. Can you carry 

out your plan and at the same time help 
them to sell the bonds? 


In the actual case described by Mr. Ganse the 
bonds had already been issued but were selling 
poorly, although the head of the company was 
a man of widely recognized ability. It was 
suggested that the head of the business be cov- 
ered with a policy to provide a sinking fund for 
the bonds. This having been done the bonds 
were readily sold. The policy suggested was 
a twenty-payment life. 

The next case was as follows: 

Case 8 
Three young men, aged 27, 29 and 32, 
respectively, start a grocery business with 

a capital in cash or bank credit of $5000, 

and wholesaler’s credit of $10,000. The 

one aged 29 manages the business. The 
other two supply most of the capital. 
How much insurance should they carry? 
What policy should they use? Should 

it be joint or individual? 

This case was much milled over and many 
suggestions offered. The best plan offered was 
for two joint life policies and one life policy 
on the business manager to protect the $10,000 
of bank credit. 

Mr. May said that he believed some care to 
be necessary in cases of this kind in order to 
flatter the men with the money, who would be 
apt to think themselves the most important 
part of the business and refuse to insure the 
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brains until a plan was offered including them- 
In another case the suggestion was 
offered that when insuring a general manager, 
some way should be found to provide an inter- 
est for him as well as the board of directors. 
In one case mentioned this was accomplished by 


selves. 


using a twenty-year endowment payable to the 
Thus the company was pro- 
tected during the expectancy of life and, if the 
general manager lived, at the end of twenty 
years he received a handsome bonus. 


general manager. 


E. A. Woops SUMMARIZES 

The discussion of business insurance was 
summarized by Edward A. Woods of Pitts- 
burgh, who urged the fact that agents must 
have a greater knowledge of business problems 
in order to sell more business insurance. He 
called attention to the fact that many losses 
might be five times as great if ready cash were 
not on hand to cover the immediate liabilities. 


MEETING OBJECTIONS 

The absence of Frederick A. Wallis, general 
agent in New York of the Fidelity Mutual, 
necessitated a change in the program, and the 
discussion of meeting objections was brought 
forward. Edward Morvich, who led the discus- 
sion, remarked that no life underwriters’ conven- 
tion is complete without such a discussion. 

Twenty objections were cited in the program 
and each was taken up in rapid succession be- 
cause of the lack of time. The objection, “I 
can’t afford it,” was met by the suggestion to 
alwavs agree and lead the prospect on to refut- 
ing his own statement. 

To the statement, “I want to pay my present 
debts! first,” someone suggested the retort, 
“That’s the reason I came to see you.” Mr. 
Kerr also offered the retort, “Pay your pre- 
ferred creditors first.” 

Much amusement followed the answer to the 
objection, “I want to talk it over with my wife,” 
which was, “Ask your wife if you can break 
your marriage vow.” 

To another objection, “I am single and do not 
need it,’ the answer was, “Every man with re- 
sponsibility needs life insurance. If you have 
none, go get it.” 

A very good reply to the objection, “I can 
use my money to better advantage,” was “My 
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THE RELIANCE LIFE 
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A MOST REMARKABLE SHOWING 


According to the Life Insurance Policyholders’ Pocket Index for 
1922, published by the Spectator Company of New York (an authority 
on Life Insurance), 252 American Life Insurance Companies were 
doing business in the United States in 1921. 


Only 15 other Life Insurance Companies have as 
much fully paid capital stock as THE RELIANCE LIFE. 
THE RELIANCE LiFE has more admitted assets 
than 214 other companies. 

THE RELIANCE LIFE’S cash income in 1921 was 
greater than 223 other companies. 

THE RELIANCE LiFE paid its policyholders in 1921 
more than 217 other companies. 

THE RELIANCE LIFE has more surplus than 216 
other companies. 

THE RELIANCE LIFE paid for more new applica- 
tions in 1921 than 234 other companies (not count- 
ing industrial business). 

THE RELIANCE LIFE paid for more new business 
in 1921 than 230 other companies (not counting 
industrial business). 

THE RELIANCE LIFE has more insurance in force 
than 225 other companies. 

THE RELIANCE LIFE gained more insurance in 
force in 1921 than 227 other companies. 

THE RELIANCE LIFE originated the Perfect Pro- 
tection Policy, which protects against every kind 
of disability, as well as death. 

THE RELIANCE LIFE is a militant force in American 
Life Insurance and is a strong, aggressive, pro- 
gressive and honestly managed Life Insurance 
Company, and worthy of the confidence of the 
public. 


Let us explain our Perfect Protection Policy to you 


RELIANCE LIFE INSURANCE COMPANY 


OF PITTSBURGH 


Thursday 

















Augus 
——— 
compan 
investor 
“| ha 
got the 
Why 0 

“At | 
she has 
objecti¢ 
fore We 
the san 

Owin 
of Hon 
postpon 


GRA 


The | 
opening 
opening 
various 
pect’ ¢ 
brought 
or rept 
insuran 
toon, re 

The | 
mind 0 
can fin 
death o 
and sol 
listed t 
his con 
whom 
slip, me 
pect’s v 
quiry a 
for his 
it herse 
long tr’ 
as to t! 
during 
that per 
i 


hacle 
UaCK, 


policy, 
a state 
widow. 
Anot! 
he had. 
much a 
tigured 
the ma 
line to 
Mr, 1 
Prospec 
a book 
about 
blank 
about c 
insured 
some in 
You p 
Mr, | 
Ment w 
invest, 
sidered 
Test ere 
A me 
Use of 
Dect to 
about h 
stated, 



















ts 


1S 








g22 


August 31, It 


a 


Life Insurance 











company is willing to pay high salaries to good 
investors. Do you want a job?” 

“[ have property and do not need insurance” 
got the following : “Property decreases in value. 
Why not die at par?” 

“At Jeast indemnify your wife for the time 
she has spent with you,” was an answer to the 
objection, “My wife earned a good salary be- 
fore we were married and she could return to 
the same occupation.” 

Owing to the absence on Wednesday morning 
of Hon. Frederick A. Wallis, his address was 
postponed until Thursday afternoon. 


GRAPHIC METHODS OF OPENING 
INTERVIEW 

The general subject of graphic methods of 
opening the interview was discussed, with an 
opening by E. G. Manning. Ways in which 
various things may be used to attract a pros- 
get's attention in opening an interview were 
brought up, among those listed being a picture 
or report of an orphan asylum, a war-risk 
insurance policy, a cigar, a deposit slip, a car- 
toon, replies to advertisements, etc. 

The man who reads the newspaper with his 

mind open to the opportunities they suggest, 
can find many openings. One man noticed the 
death of a certain party at an advanced age, 
and solicited a relative for life income. Another 
listed ten Boston men who carry $100,000 in 
his company, and shows these to prospects upon 
whom he calls. Another presents a deposit 
slip, made out for $50 in the name of the pros- 
pect’s wife, and uses this as a basis for an in- 
quiry as to whether he deposits a certain sum 
for his wife every month, or whether she does 
itherself. In the case of a party going on a 
long trip, a somewhat similar inquiry is made 
a to the method of taking care of the family 
during his absence; and the suggestion is made 
thet perhaps he might go away and never come 
tack. In case of his death, if he had a proper 
policy, the insurance company would deposit 
a stated amount monthly for the use of his 
widow. 
Another agent canvassed a man who said that 
te had $10,000 insurance. The agent asked how 
much a day the income on that would be, and 
ieued it out to be $1.64. Upon this showing 
“e man authorized the agent to increase his 
line to $20,000, 

Mr. Wadsworth of Boston, when asked by a 
Prospect about some other company, shows him 
a book, stating that it contains what is said 
a other companies ; the book is made up of 
ringed Me. Wadsworth does not talk 
a ne can avoid it, but in talking to an 
Sane api be vee omar 
“You pay $55 for wheat sail i cog 
Mr. Sherwin told of li ‘ a 
met which stated uz, replies to an advertise- 
i ca fan baie a widow had $20,000 to 
iia ei si regione, one letter he con- 
i st, one was half honest, and the 
est crooked, 
pay by Mr. Sherman was the 
net fo pat 2 pis the agent asking the pros- 
“ae own on paper what he tells him 

comp, In this way, it was 


ied any’s policy. 
“aed in thirteen d- : eee 
1 thirteen days seventy-one applications 


were secured. Another suggestion made was 
that, in taking care of inheritance taxes, it is 
probably easier for the prospect to pay $10,000 
now than for his executors to pay $150,000 
after his death. 

E. A. Woods used the illustration of holding 
a dime close tc the eye, which thus looks larger 
than a dollar at a distance, and used this as the 
basis for telling a prospect: “Give me a dime 
every day, and after your death we will pay 
your wife $3 every day as long as she lives.” 

“Billy” Wood of Pittsburgh, who had been 
at twenty-eight conventions, was given a round 
of cheers. He said that the hardest man to 
solicit is one who won't talk. He told of ap- 
proaching one of this kind, who said nothing 
and merely listened to his monologue. Finally 
he said: “I'll give you $5 if you will tell me 
what you are thinking about.” The man opened 
up and applied for $10,000 insurance. 


AGENCY BUILDING 
On Wednesday afternoon at the board of 
trade rooms a crowded meeting was held of 
the section devoted to agency building. Several 
very interesting and worth-while talks were 
made by well qualified men, tending to assist 
general agents in the building up of their agen- 

cies upon firm and profitable bases. 


Tue IpEAL METROPOLITAN AGENCY 

Paul F. Clark of Boston, who represents the 
John Hancock Mutual Life Insurance Com- 
pany, in speaking upon the subject “The Ideal 
Metropolitan Agency,” described how his gen- 
eral agency is organized and conducted. His 
agency organization now embraces twenty-five 
agents under an associate general agent. In 
addition, there is a service department, con- 
ducted by another associate general agent, and 
the office force. Mr. Clark advised that they 
laid out a program for a year ahead, each de- 
partment head being responsible for his depart- 
ment, and the general agent exercising general 
supervision. His agency now has three branch 
offices. Among the features of his work are an 
agency meeting held each Monday afternoon, 
which it is necessary for all to attend. When 
special drives are in progress, additional agency 
meetings are held. 

As to new agents a plan has been adopted 
which was suggested by the agents themselves, 
namely, that they forego 5 per cent of the regu- 
lar agent’s commission as a recompense for the 
help given them by the service department. 
Thus, even though the bulk of the work of clos- 
ing an application is done by the service depart- 
ment, the agent gets almost all of the custom- 
ary commission. An agent must write at least 
$100,000 yearly in order to get renewals for 
five years. They use a series of “patter talks” 
which those who are unfamiliar with life insur- 
ance may commit to memory, while others may 
merely use the ideas. Mr. Clark told of vari- 
ous devices for securing attention of prospects, 
such as form letters, etc., and particularly of 
one letter which the agent is instructed to hand 
to the prospect and wait for the latter to make 
the first remark after reading it. 

Mr. Clark’s general agency uses what they 
call a binder, and avoid using the word note, 
in order to secure prompt payment of the first 
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premium, and he reports that 95 per cent of the 
business written is paid for. 

The service department helps the men in the 
organization, and also co-operates with the 
brokers, frequently increasing the size of the 
applications secured by the latter, as well as aid- 
ing brokers in closing cases. Out of $5,000,000 
written, but $300,000 was not taken. 

Mr. Clark strongly urged the cultivation of 
the co-operative spirit, so that all connected with 
the general agency think and speak of it as 
“our” agency; and this applies to the general 
agent as well. 


An URBAN AND RuraL AGENCY 

A. E. Lawson was assigned the subject, “Or- 
ganizing and Handling an Agency of Urban 
and Rural Territory,” and told of the necessity 
for a well defined plan and a sound basis of 
organization. He favors sticking to well proved 
methods and, in connection with the work of 
increasing the agency staff, advocated the 
cultivation of an atmosphere of success. 

Weekly meetings should be held and should 
be both inspirational and educational. Agents 
must be taught to play fairly with others and 
to profit by the experience of others, and an 
insurance library should be maintained, compris- 
ing both independent and company publications. 
He believes in educational courses, particularly 
those conducted by company head offices, and 
considers it unfortunate that so few men can 
devote much time to study. However, educa- 
tion must be practical, and it should be borne 
in mind that general agents are running life in- 
surance agencies and not schools. As to com- 
petitions, he believes that they should be be- 
tween groups rather than individuals, and he 
doubts the advisability of prize contests, un- 
less increased commissions are offered. 

The general agent should supervise his field 
personally, and cannot expect to win success 
from an office chair. He advocated the map 
system for country agents, so that their business 
may be graphically shown. For city agents the 
zone system is deemed best, with some color 
scheme involved. 

In general, he considers that the agency staff 
reflects the spirit of its head, and urges that gen- 
eral agents set a good example to their men. 


Metiops OF SELECTING AGENTS 

“Methods of Selecting Agents” was the topic 
assigned to John M. Holcombe, Jr. Mr. Hol- 
combe spoke upon sales research in life assur- 
ance and, to illustrate the value of same, told 
of his noticing the falling off in the number of 
eggs secured from his chickens. He called in 
a chicken expert, and presently was receiving 
the same number of eggs from half as many 
chickens. A considerable amount of experience 
is pooled by the life insurance companies, and 
studies made of this experience have proved 
valuable. He spoke of standard blanks for use 
in selecting agents, and of having studied I0,- 
000 cases in order to ascertain the best age 
groups for agents. It is hoped that ultimately 
the necessary number of questions to be asked 
may be reduced, say, from 25 to 10. The diffi- 
culty now is in getting agents, rather than in 
selection. One line of inquiry has been to 
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N eminent Bishop of a large American diocese states 
that there are two kinds of salesmen—the first always 
undertakes to represent himself and the second repre- 

=— sents the house he works for. 

a He is right. 

Individuals are great only to the degree they represent a 

“house” or a cause. When a gilt-buttoned policeman holds up 



















































his hand, everybody stops. If a man incitizen’s clothes held up 

both hands all day long at the same corner, the only effect would 6 
be to make’ people laugh. It isn’t the blue uniform that counts; Li 
it is the fact that the regalia stamps the wearer as an ordained ’ 
representative of law and government. a 

Every man should wear a spiritual livery that emphasizes an 
the message of the cause, or company, for which he stands. ” 

Every salesman ought to feel that as a representative of an _ 
organization he is to be seriously reckoned with. nes 

He should be proud of his position with his house or his or- and 
ganization, and if he cannot learn to be proud of it, he should step > 
out, and find another position where he can. 

He will find that to the degree he actually represents the T 
spirit of his organization, just so will he gain in strength and use- Y 
fulness to his employer and to himself. . 

The Prudential is a field of just such opportunity. Its spok 
workers are given their chance. They make their own way with Mr. 
every encouragement from their associates, or they fall by the time 
wayside. Few fall and many rise. There is no limit to the = 
extent of their advancement. Lack of enthusiasm and the spirit ‘a 
of inertia which it always breeds, will, of course, eventually land com 
an able man in the wake of lost endeavor. publ 

The Prudential starts a man right, pays him while going . 
along, better as he progresses and higher still when he leads—and wa 
wants MEN. he s 
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ascertain where the best agents come from, and 
sereral classifications have been made as to this 
subject: Thus it was found that of the men 
from whom better than average results are se- 
cured are included 47 per cent of those carry- 
ing $4000 of insurance or less themselves, while 
of those carrying over $500 insurance 64 per 
cent are above average. Similarly, while only 
8 per cent of single men are above average, 
- per cent of married men are in that group. 
Likewise of those who have no dependents, but 
uy per cent are in the above average group, 
hile 59 per cent of those having dependents 
are in that group. Mr. Holcombe also presented 
an analysis showing why agents enter the busi- 
ness and over 60 per cent come into the busi- 
ness through friends, relatives or employees. 
Mr. Holcombe also told of analyzing the busi- 
ness of forty-three companies geographically 
and finding that in certain sections the business 
inthe current year is lower than last year, while 
in others it is ahead of 1921. 


Toe New AceNt’s First Stx Montus 


Winslow Russell, who was introduced as 
the man who has done more to elevate life in- 
surance than any other man in the United States, 
spoke upon the new agent’s first six months. 
Mr, Russell regards the present as the best 
time for young men to enter the life insurance 
business. In the period of deflation the life 
insurance business, which had largely increased, 
has remained nearly normal, in this respect 
comparing favorably with bank clearings; the 
public needs advisors, and managers feel re- 
sponsible for employing the best men. 

The first six months for a new salesman is a 
trying period. He is much impressed by what 
he sees and hears, and it is, therefore, impor- 
tant that his first impressions should be good. 
The period of training is an important time, 
and the information derived from insurance 
journals and underwriters’ organizations is help- 
ful. The agent should be instructed as to team 
work and daily reports should be required. As 
atule it is found that the results achieved by 
new agents, arranged in groups according to 
production, are borne out by the results for 
twenty-four months. He advised the choosing 
of the harder road, as the trained men will be 
amuch better producer than the untrained one. 


MetHops oF STIMULATING PropUCTION 

Upon this topic, E. L. Carson of Milwaukee 
spoke from actual experience. He said that 
lack of consistent effort caused most failures 
on the part of agents. There should be a daily 
agency meeting, perhaps at 8:30 in the morning, 
and all should be required to attend. In his 
agency Mr. Carson uses a blackboard upon 
which the names of all agents are given, and 
Which carries the record of each for a month. 
Each day the number of applications secured on 
the previous day are recorded. 

The purpose is to impress on the agent that he 
has a real job at which he must work if he would 
succeed. As a rule, the agents with the best 
attendance records also have the best produc- 
tion records. There is generally a different 
leader each day, but the manager leads one 
meeting a week. A program is made out for 





each month with some particular objective. This 
keeps the agent interested and gives him a 
definite aim. It is also helpful to divide the 
agency force into three classes: The junior, 
including the new men; the intermediate, em- 
bracing men who have written moderate 
amounts, and the senior class, who are the best 
producers. A strict discipline must be main- 
tained, and it must be remembered that plans 
are not self-starters. 


GENERAL DIscussION 

W. M. Duff of Pittsburgh said that there is 
plenty of raw material for the agency staff, but 
the difficulty comes in selecting men who are 
reasonably well fitted. By following research 
bureau plans the time of service of the men 
has been doubled. He suggests asking your- 
self, when weighing the character of an ap- 
plicant, “Do I want one hundred men like this 
one?” 

As to part-timers, he believes that a man 
should close any other business he has within 
six months, and give his whole time to insur- 
ance. As to agency meetings, attendance should 
be compulsory. 

Later on Mr. Duff hopes that the extent of 
the life insurance business will warrant the 
development of specialists in it. He figures 
that now it costs from $150 to $1000 to develop 
a good agent. His agency does not make ad- 
vances to new agents, but requires a deposit of 
$50 from them, which is returned after six 
months, plus 10 per cent, if $1000 in premiums 
has been produced. 


CLOSE OF THE DISCUSSION 

A. J. Meiklejohn, commenting upon the meet- 
ing, stated that it had produced the spiciest 
stuff he had heard in a long time. He agreed 
with Mr. Clark that it should be our, and not 
my agency, but was opposed to “patter talk.” 
He prefers the use of certain phrases or 
epigrams, giving much in a nutshell. He 
emphasized the desirability of a pleasant speak- 
ing voice in the life insurance business, which 
is the first thing that he considers in connec- 
tion with a prospective agent. He ascertained 
from Mr. Clark that the meetings at 4 P. M. 
Monday were to meet local conditions; some 
prefer Saturday morning or Monday morning. 
Some claim that if a meeting is held on Satur- 
day, enthusiasm seeps out over Sunday. He 
did not think much of agency competitions, 
having found that in some cases they developed 
unfair tactics. He believes in requiring daily 
reports from new agents during the first six 
months, this giving an opportunity for the gen- 
eral agent to make any desired suggestions. He 
regards it as helpful to have an agency meeting 
occasionally, to canvass the situation of life in- 
surance in America and to then concentrate 
efforts upon people engaged in classes of busi- 
ness which are then profitable. 


LIFE INSURANCE PROGRAMS 


A general introduction to the subject of pro- 
gram insurance cases was made by Franklin 
W. Ganse. He asked: “Why leave a small 
lump sum to the wife? If $1000 only is car- 
ried, why not split it up between the doctor, the 


It 


undertaker and the tradesmen?” Mr. Ganse’s 
idea was to show the necessity for insurance to 
clean up debts after a man’s death. 

He emphasized the importance of ability to 
analyze the needs of a client, and stated that 
too many agents are unwilling to give this 
matter proper time and attention. The agent 
should ascertain what his prospect’s require- 
ments are, and then endeavor to fit insurance 
to his needs. 


PROGRAM INSURANCE CASES 
The case discussion was opened by Ernest W. 


Owen. He took up first Picture No. 1: 


Mr. Glasgow, a dentist, aged 36, is mar- 
ried; wife 33; a son, 5; daughters, 7 and 
2. Income about $4500 to $5000. Practice 
is growing. Rents moderate priced 
apartment in good district. Carries small 
accident policy, but no life insurance. 


Mr. Owen mentioned the man who approached 
a prospect and said: “I would like to have your 
name on an application for $100,000.” This he 
did not consider proper solicitation, as it in- 
dicates lack of consideration and appreciation of 
the prospect’s needs. He also mentioned a 
woman who received $50,000 insurance money 
in a lump sum, and immediately set about buy- 
iny a large house and furnishing it extrav- 
agantly. One storekeeper, who knew her cir- 
cumstances, refused to sell her, but she spent 
her money elsewhere, and within a short time 
had become a boarding-house keeper. He told 
of another man who, when approached upon the 
subject of monthly income, asked why the 
agent had not told him that before. 


At this point Mr. Garrison, circulation man- 
ager of McCall’s Magazine, was introduced and 
made a few remarks, telling how a certain 
agent had followed him up and secured increas- 
ing applications from time to time. Mr. Garri- 
son went so far as to suggest that the govern- 
ment ought to require young men to take and 
carry life insurance. 

As to the case of Mr. Glasgow, Mr. Butters 
said that too many agents write a prescription 
in the way of life insurance, and try-to find 
someone to fit it. The thing for the agent to 
do is to ascertain what cash will be needed, and 
endeavor to have the prospect make due pro- 
vision for such needs, in addition taking in- 
come insurance to carry on the family. A man 
makes plans for his children, and life insur- 
ance will carry out his plans in case he cannot 
do so. He will educate his children if he is 
here, otherwise life insurance will do it. Mr. 
Butters said that the main thing is to get a 
man started on a program—not to care how 
much he takes this year, but to take some now 
and more later. He suggested providing for 
the home on the endowment plan, also covering 
disability and combining cash values for old 
age. He figured the cost for Mr. Glasgow at 
about $850 per annum. His main argument was 
that when a man takes a step in life insurance 
it should be in the right direction. 

Mr. Altman of Detroit argued for considera- 
tion for the head of the family, as well as for 
his dependents, and thought that more con- 
sideration should be given to disability insur- 
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You can now make more money, thru 
our new pian, on your surplus bus- 
iness, standard and substandard 


Guaranteed Non-Forfeitable Renewals—This is one of the most im- 
portant points in our plan of handling surplus and substandard lines. 
We pay liberal first year and renewal commissions on any volume 
accepted from a broker or agent. To the Agent who has been placing 
a small volume only thru channels other than his company, we are 
giving special attention. ~ 


Liberal First Year Commissions—High interest earnings on the safest, 
most profitable investments—first mortgages on improved farm lands 
—together with other factors operate to build such surplus funds as 
enable the company to pay liberal commissions to Agents and at the 
same time offer policy contracts, both non-participating and partici- 
pating, which have become famous for their liberality to the insured 
and to the beneficiary. We pay dividends to the beneficiary on in- 
stalments and trust funds even where the insured carried a non-partici- 
pating policy. For many years we have been paying 5% on trust 
funds and income settlement options. 


Substandard Coverage Liberalized—It is our earnest conviction that 
we are rendering the greatest Life Insurance service to the public by 
offering protection on some form and at some rate to the largest number 
of deserving people. Accordingly, we are extending and liberalizing 
our Substandard Coverage. 


You Can Render Greater Service to Your Clients—The Agent who has 
the best channels through which to handle all the business of deserving 
applicants is rendering maximum service to his clients. This excep- 
tional service will soon make him an outstanding figure in his community. 
Remember, we believe that every man and woman, sound morally, is 
entitled to a policy of some form and at some rate. 


Phone our Branch Manager or General Agent in your territory for 
full details of our new plan. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President 
Home Office, ST. LOUIS 


Life Accident Health Group 
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> ance. He spoke for thrift, and said that a citi- 
ven should save one-fifth of his income, closing 
by saying that insurance is a bank account, plus. 
“Mr. Mahoney of Cincinnati told of insuring 
a dentist who extracted a tooth for him. He 
borrowed the dentist’s policies, made an analy- 
sis of them, and laid out a program. The 
dentist already carried $32,000 but he sold him 
$8000 more and was promised future business. 
Mr, Ganse remarked that this shows an agent 
can turn a toothache into an opportunity. 
Picture No. 2 of this group is set forth be- 





| low: 
CASE 12 
Randolph Bruce, age 45; wife, 42; one 
daughter, age 10. Occupation, member of 
smal! interior decorating firm. Income, 
between $10,000 and $12,000. Has saved 

a considerable portion of his income each 

year to put into his business, from which 

he expects to derive an income in his old 

age. The business is very prosperous and 

he expects to be able to make ample pro- 

vision for his wife and child through the 

income from the business. 

One speaker spoke of Bruce as staking all 
| on his business. Your heart is in your busi- 
' ness and you should protect your business, but 
p provision should be made for old age or unex- 
| pected happenings, such as death or disaster. 

In this case, the whole prosperity of the pros- 

pect and his family depends on his business, 

and this responsibility should be spread over 
the insurance companies. Undoubtedly the pros- 
pect will wish to give his daughter a good 
education, which will cost considerable money. 

He must pay it, and it is better to spread it over 
| a period of years and assure its payment in 

any event. Insurance is advised to cover the 
| education, and an endowment at sixty to pro- 
| vide cash and life income. 

The third picture of this group is given as 
follows: 

Carter C. Barnes, dentist, born May 25, 
1883, (Age 36 in 1919.) Has $3000 at 
20-premium life insurance policy, taken 
out at age 30. No other insurance 
known, Is married; has three young chil- 
dren, a boy and two girls. Now practices 
alone, but until recently was associated 
with an older dentist, Dr. Warden. His 
income is about $3500 to $4000. His wife, 
according to the papers, has inherited 


$35,000 from an uncle. 
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Norton Ives of Detroit emphasized the im- 
portance in this case of the education of the 
children and an income for the life of the wife. 
There should be a clean-up fund of, say, $3000, 
an income for life of the wife of $80 per month; 
and incomes for each of the girls of, say, $26 
per month until age fifty, and then $40 per 
month for life. 
receives interest on his portion of her estate 
to age forty and then one-third. 
cash to be used from property owned for the 
This 
estimated to require $600 for the first year and 
$500 yearly thereafter. 

Mr. Essick of Harrisburg told of a dentist 
who carried $3000 insurance, and he stated that 
he was finished with. insurance. He told this 
dentist that he had only begun, and outlined a 
stating that the $3000 was 
only sufficient to put him away nicely, 


If the wife dies, the boy, too, 
Necessary 


education of the children. program is 


program tor him, 
and 
then spoke of the necessity for bread and but- 
ter for the wife and education for the chil- 
dren. He advised an income for the wife and 
for the man in his old age. The program in- 
cluded an education policy 6f $5000, and $25 
monthly income for the wife at first, and later 
on an additional $50 monthly for the wife, 
endow- 


insurance and an 


He also recommended partner- 


further educational 
ment at sixty. 
ship insurance, endowment at sixty for $10,- 
000, and a 
come. 

The fourth picture of this group, that of John 
3rown, is described as follows: 


further increase in the wife’s in- 


John Brown, 30 years old. Is married 
and has one child, a girl two years old. 
Is chief clerk in a steel manufacturing 
company and receives a salary of $4000 a 
year. Has never saved any money and 
has no estate. Carries no life insurance. 
Says he and his wife are still young and 
have plenty of time to save for the future. 
Says he does not need any life insurance ; 
Mrs. Brown was a milliner before she 
was married and expects, in case of her 
husband’s death, to open a millinery shop 
and earn a good living for herself and 
child. The Browns live with Mrs. 
Brown’s parents, who are not in good 
circumstances. 


Mr. Bragg of New York said that Mr. Brown 
needs a new attitude towards a new life, and 
the life insurance man must tell him about it. 
If he thinks he has plenty of time, he is kid- 
ding himself. He must guarantee a home 
environment for his child; he must provide 
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enough to cover doctors’ and nurses’ bills and 
for his burial, and must not forget that his 
wife needs a check every month to care for 
current expenses and the girl’s education. Mr. 
Bragg recommended a program to cost about 
$6co yearly, and to provide $2000 cash, $50 a 
month income for his wife and daughter for 
life, $50 monthly extra income for twenty years 
for his wife and $2400 for his daughter’s edu- 
cation. 

for the 
and 


Mr. Bragg suggested three “sizes” 
guidance of 
emphasis. 

Picture No. 5 deals with the case of Richard 
Diggs, and is described as follows: 


agents—analysis, synthesis 


Richard Diggs, age 30. Married; three 
children ; two girls and one boy, all under 
six years of age. President of manufac- 
turing concern, owning 51 per cent of 
stock. Capital stock paid in between 
$50,000 and $60,000. Sole income from 
business is about $10,000, being salary and 
dividends. Owns $9000 home, mortgaged 
for $6000. Owes bank personally about 
$10,000 ior stock in business. Business is 
on a good paying basis and not in debt 
except for $25,000 on $35,000 building 
which it occupies. Carries $55,000 Life 
Insurance on various plans, $30,000 of 
which is payable to business. 


A rearrangement of this man’s insurance was 
suggested by one man, who advised covering 
the business with $30,000, and making $25,000 
payable to the wife. 

Mr. Powers of Pittsburgh cited the case of 
a chemist, aged twenty-two, with no dependents 
and no savings, but who could easily save $25 
per month. He recommended that such a man 
should carry $1000 of clean-up insurance, say 
$5000 to reimburse his family for educational 
expenses, and an additional $s0co against the 
chance of his marrying. 

Mr. advised that should be 
right on the spot to sell the link in the chain 
that is needed now. 


Ganse agents 
He holds that life insur- 
ance should be sold as made-to-order suits, and 
not cheap hand-me-down stuff. If agents give 
service, they will get the pay. 





Wi1LIAM May, Jr. 


Chairman, Entertainment Committee, Interna- 
tional Convention of Life Underwriters; 
Chairman, Educational Committee, 

Life Underwriters Association 
of Canada 
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CHANGING THE DEATH RATE 
| 
Addi f lif 
~—e Ing years OF lire 
During the past eight years The Life Ex- This service has reached into every corner 
tension Institute has provided its service for of the United States and into all sections 
about 250,000 individuals—for about 200,- of the Dominion of Canada. ‘The service 
000 men and 50,000 women. can and does: prolong human life. 
Many thousands of these people were It is available for your policyholders at 
found upon the wrong road. Some of your a very nominal cost to you. 
olicyholders were among them. gis : 
aii aia seals i Ihe only detail your company has to 
& Some of these people—when their danger cover with reference to this service is to 
was discovered by the Institute—were very place in your premium notices a folder 
near the end of the road and near the end telling the policyholder he is entitled to this 
of the journey. A great majority of them service free of charge. All of the other de- 
were entirely ignorant of their danger. tails are carried out by the Institute. 
The following Life Insurance Companies are now furnishing 
this service to their Policyholders through the Institute 
Metropolitan Life Insurance Co. Union Central Life Insurance Co. 
Guardian Life Insurance Co. Inter-Southern Life Insurance Co. 
United Life and Accident Insurance Co. Midland Mutual Life Insurance Co. 
Fort Worth Life Insurance Co. Southeastern Life Insurance Co. 
Oregon Life Insurance Co. 
p_- A tNRaiag. 
| Life Extension Institute, 25 West 45th St., New York, U.S. A. | 4 FE XTE N S | 0 N 
| (Check off the books you wish. No obligation, of course, is involved.) | 
j (1) Send me the “Growing Movement to Prolong Human Life,” ana other | 
literature describing the services of the Institute for Individual subscribers. 
| (2) Send meinformation with reference to the service you furnish Insur- | | N S TI T U T E | N c 
| ance Companies for the benefit of their policyholders. | 
| (3) Send me the booklet “Employees Welfare Work that Pays” and other 
information with reference to your Group Health Service for employees. | 
| eee RE Raa See SR RR RAR Sy | Sn Neato | 25 West Forty-Fifth Street 
[1 «New York City - U.S.A. 
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J. G. STEPHENSON 
President, Life Underwriters Association of 
Canada During the Past Year; now 
Honorary President 


RESOLUTIONS ADOPTED 
Charles Jerome Edwards offered a number 
of resolutions which were unanimously adopted, 
and provided for telegrams of sympathy for 
Henry J. Powell and Lawrence Priddy; a 
resolution in the memory of George H. Gaston 
and resolutions of thanks to the president and 
other officers, the Canadian Underwriters, the 
Toronto association, 
and several particular gentlemen 
active in making the meeting a success. 


mayor of Toronto, the 
were 
Also 
to the program committee, those who addressed 
the meetings, Mr. Eisenhauer, who led the sing- 
ing so effectively, the insurance press for its 
the daily 


who 


optimism, advice and suggestions, 


press and the manager of the hotel. 


ADDRESS OF FREDERICK A. WALLIS 
In introducing Hon. Frederick A. Wallis, 
President Shuff said: “This guy is a democrat 
and he wants to be Governor of New York.” 
He paid a high tribute to Mr. Wallis and to his 
wife, who is a member of an old Kentucky 
family, 

Mr. Wallis opened his remarks by stating 
that the flower of Canada and the United States 
had fought together with the same common in- 
terest, and that this was well evidenced by a 
number of the United States boys who went to 
join the Canadian forces before the United 
States entered the war. He paid high tribute 
courage, and heroism 
developed by women during the war. He then 
spoke of the adaptability of life insurance to 
all departments of life and all the varied human 
needs. He asserted that the surface has hardly 
been scratched as yet by life insurance, but it 
. brightening the world and there is nothing 
inet on the earth than the work accomplished 
by life insurance. He advised agents not to 
apologize to any man for the business, for life 
Msurance lifts mortgages, keeps children in 
school, and mothers out of sweat-shops, protects 
‘avings, builds homes, and otherwise adds to 
human happiness. Life insurance is making his- 


to the intelligence, 


tory: it 7 : ‘ 

ty it is as flexible as ribbon and as strong 
S hee : ee 
eel. It js financial but humanitarian—a 








tr a ¥ : 
Steat beneficence but not charitable. It is a 














commercial that stabilizes business, 


strengthens credit, and provides for declining 


agency 


years. 

Mr. Wallis said that we are apt to overlook 
It should 
be presented in The 
agent was advised not to be an undertaker of 


the spiritual values of life insurance. 
more attractive ways. 
death insurance, if he can be an underwriter of 
life insurance. The agent should say to a man: 
“Here is a life income for you; if you croak, 
your wife gets it.” 

To an objection that 
much,” he answered that they cost nothing, and 


‘ 


‘endowments cost too 


asked a prospect “How much does it cost to do 
The prospect an- 
To this the 
response is that it is the same with life insur- 


business with your bank?” 
swers, “Nothing—I get interest.” 


ance, and he went on to explain how this works 
out. 
endowment insurance, claiming that this class 


He made a strong argument in favor of 
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He 
closed by advising those present to aim to give 
men what is best for them in life insurance, 
and thus make life better worth living. 


of policy is more effective than others. 


Bins For CoMING CONVENTIONS 
The representatives of Seattle, Wash., in- 
vited the convention to meet there in 1925, and 
the advantages of San Francisco and Detroit 
were put forth as future meeting places. It has 
decided to hold the 1923 convention at 


Chicago. 


been 


Lire INsuRANCE MovinG PictUuREs 

A moving picture illustrating the advantages 
of life insurance, prepared for the Canadian 
life insurance 


portrayed both sides of the story, showing the 


companies, was shown. It 
possible consequence to the family of the man 
who neglected life insurance as well as the 
happier circumstances surrounding those who 
have the protection of life insurance. Diverse 
opinions were given as to the relative superiority 
of this picture and the American picture, which 
had been previously exhibited, both of which 
possess excellent features. 


CLOSING 
President Herbert C. Cox of the Canada Life 


spoke of the power of general agents. He said 
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that he used to regard it as good sport to bait 
the president, when he was a general agent; but 
now finds it unfortunate to have to submit to 
the same treatment. He stated that the dele- 
gates had listened to talks which would enable 
them to sell everybody in the country if they 
should wish to buy. 

Frank H. Davis said that he does not believe 
that knowledge is everything. It is power, but 
it also carries the obligation to use it. He con- 
siders that the agency department of life insur- 
ance is five to ten years behind time. Those 
in attendance at the convention must have had 
their hearts quickened and their vision broad- 
if the convention has been a success, and 
those at the meeting owe it to those at home, 
who were unable to come, to pass along the 
Life insurance has been getting 


ened, 


ideas received. 
wonderful free advertising in every walk of life, 
and public opinion is developing rapidly because 
of it. The world is crying for unselfish service, 
and life insurance men must put unselfishness 
in their business. This will eventually be recog- 
nized. Agents must have educated hearts as 
well as educated minds. 


CANADIAN 


President's 


PRIZE CONTEST 

The Prize Contest, open to 
Canadians only, upon the subject, “Most Novel 
and [ffective Methods of Presenting Life In- 
Graphic Methods,” aroused con- 
siderable interest. 

The first contestant was Harold Lee of Mon- 
treal. He spoke of the advantage of having 
some original method of attracting attention, 
and mentioned the use of a card bearing the 
word “Opportunity.”” He made it a point to de- 
mand at least five minutes’ time in which to ex- 
plain the matter, or he would not talk, and told 
of one man who refused four times to see him, 
but to whom he finally got access, talked with 
him for forty-five minutes and secured his ap- 
plication. One of Mr. Lee’s catch phrases is: 
“It takes sixty-five muscles of the face to make 
a frown, and only thirteen muscles to make a 
smile. Why work overtime?” 

F. J. Dixon of Winnipeg told of using about 
two weeks before Christmas special blotters 
particularly with insurance for the 
education of children. As to making provision 


surance by 


dealing 





J. H. CastLtE GRAHAM 


General Secretary and Treasurer, Life Under- 
writers Association of Canada 
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We Believe in Giving “Em “L” 


But the “‘L’”’ we give ’em is Loyalty spelled with a capital L 


Every agent} who has proven himself worthy of Lincoln 
Life comradeship is”entitled to the most loyal co-operation in 
the opinion of the officers of The Lincoln National Life Insurance 
Company. The entire Lincoln Life Home Office organization 
is ‘‘sold’”’ on that idea. 


When an agent measures up to Lincoln Life standards he 
can be sure of all the aid possible from the Lincoln Life Home 
Office. He is backed by a Loyalty which never tires. It 
directs his attention to the best selling methods and handles 
his business with an efficiency and dispatch that makes for more 
and better production. 


You get the “‘L”’ that counts for most when you 








(CINK UP (wir THe @) LINCOLN) 








THE LINCOLN NATIONAL LIFE INSURANCE CO. 


‘“‘Its Name Indicates Its Character’’ 


LINCOLN LIFE BUILDING ~ FORT WAYNE, INDIANA 








Now More Than $220,000,000 in Force 




















for | 

give 

it to 
Lot 


mobil 
Scote 
or Ca 
blow¢ 
chant 
spare 
Natu 


need 


agent 


Ferg 
Life 

West 
hane 


distri 
comp 


repre 
Mr. | 
repre 

Ge 


one 0 














August 31, 1922 











—— 
for this his message is: “If you live, you 
Re them their education; if you die, we give 
it to them,” 
Lorme Johnson of Hamilton told how an auto- 
mobile tire blowout brought business. A canny 
Scotchman, who would not buy life insurance 
carry a spare tire on his automobile, had a 
blowout. The agent who had solicited him 
chanced along and remarked: “If you had a 
gare tire you would be all right, wouldn’t you?” 
\aturally the Scotchman answered yes, and 
the agent then informed him that his family 
yeded the spare tire of life insurance. The 
gent got his application. 

Reliance Life Items 
J. J. Maurin, formerly district manager at 
Fergus Falls, for the Pacific Mutual 
Life, has resigned to take several counties in 


Minn., 


Western Minnesota as general agent for the Re- 
liance Life of Pittsburgh. 

H. T. Reifel, formerly a mine superintendent 
at Nashwauk, Minn., has recently been appointed 
district agent at Virginia, Minn., for the same 
company. 

J. Krawetz and A. Makiesky have recently 
formed a general agency at St. Paul, Minn., 
representing the Reliance Life of Pittsburgh. 
Mr. Krawetz and Mr. Makiesky have formerly 
represented the Pacific Mutual Life. 

George M. Marnie, for the past eight years 
one of the leading producers at the Minneapolis 
fice of the New York Life, has resigned to 
become district manager for Southern Minne- 
sota for the Reliance Life of Pittsburgh. Mr. 
Marnie will make his headquarters at Minne- 
apolis, 

J. M. McDonald, for the past 
general agent at Duluth, Minn., has recently 
been promoted to district manager for Northern 
Minnesota. 


two years 


W. D. Shaw, for the past eight years general 
agent for the Reliance Life at Minneapolis, has 
moved his headquarters to Coleraine, Minn. 
Fora number of years Mr. Shaw has devoted 
his energy to developing Northwestern Minne- 
ota and the-rapid growth of business from 
that territory necessitates the change. 


MORTGAGE INSURANCE 


Responsibility of Life Underwriters 





Described 
INSURANCE PROTECTION VITAL 
Court Bulletin Gives List of Mortgages 
Recorded 
By Ernest J. CLark 


My attention 
gage insurance 


was recently called to a mort- 
circular issued by one of our 
prominent life insurance companies, which be- 
gan like this: “If there is anything more piti- 
ful than a home without a mother, it is a mother 
without a When a marries, he 


pledges to provide for his wife not only for as 


home. man 
long as he lives, but for as long as she lives.” 

I wonder United 
States and Canada have been lost to mothers 


how many homes in the 
and children, too, because we life underwriters 
have not measured up to our opportunities and 
How many of us have given 
consistent and systematic attention to this most 
important and practically unlimited field of life 
insurance service ? 


responsibilities. 


Not only is mortgage insur- 
ance protection vital to the future welfare of 
countless thousands of families throughout these 
two great countries, by saving the home from a 
when the husband and 
father is taken by death, but it assists in keep- 


mortgage foreclosure 
ing the family together and giving to them com- 
fort, independence and opportunity for advance- 
ment, which no other material possession or in- 
What form of service could 
life insurance 
agent than the saving of homes to widows and 


fluence can supply. 
bring more satisfaction to the 
children, which otherwise would be lost, where 
the mortgage was not “buried with the mort- 
gagor’? And of all forms of insurance it is 
the easiest written, with a new list of prospects 
awaiting you every morning on your arrival at 
the office. 

In most cities there is published a daily court 
paper, or court bulletin, giving a complete list 
of mortgages recorded in the record office the 
preceding day, and if not a court paper, your 


daily paper probably publishes the list. If you 
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reside in a rural section, arrangements can be 
made to secure the same information from the 
record office of any county seat, if there is no 
daily list published, and the farmer’s widow and 
children can lose the farm which is mortgaged 
just as easily as those who dwell in a city home 
if mortgage insurance has not been provided. 

Owing to the ease of approach to a mortgage 
insurance prospect, the door is always open for 
the presentation of your proposition. The 
term has a different sound to the prospect than 
“life insurance,’ and then the cost expressed in 
per cent, ranging usually from I per cent to 
2 per cent (dependent on age of the applicant), 
in addition to the interest rate on the loan, also 
arouses favorable attention. 

Certain corporations have adopted various 
plans of mortgage insurance in conjunction with 
the development of homes for their employees. 
The Goodyear Tire and Rubber Company of 
Akron, Ohio, by way of illustration, in 1913, 
through its subsidiary company, The Goodyear 
Heights Realty Company, began building and 
selling homes to its employees at cost, on a very 
small monthly payment, extending over a period 
of fifteen years. A mortgage was placed on 
the property and a term insurance policy was 
secured that would protect the owner's family 
on this mortgage in case of his death, the ex- 
pense of the insurance being included in the cost 
of the property. I am advised by the secretary 
of this company that a great many of their em- 
plovees took advantage of the proposition. 

The Baltimore and Ohio Railroad, through its 
relief or insurance department, assists its em- 
ployees in the purchase or building of homes, by 
loaning to them the necessary funds and taking 
a first mortgage, which, if the employee is able 
to pass a satisfactory examination, is covered by 
insurance up to a maximum of $5co00 on any one 
life. The insurance is used by the Baltimore 
and Ohio relief department and the mortgage 
running for a period of seven years, if desired. 
As the mortgage is paid off the insurance is 
automatically reduced in amounts of $250 until 
the outstanding insurance is $1250, which amount 
may be carried by the insured as permanent pro- 


tection. 


IN THE LIMELIGHT AT TORONTO CONVENTION 
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Good Counsel 


ELIHU ROOT SAYS: 
“T have come to the distinct conclusion that by far the best, and indeed 
almost the only practicable, way of guarding against the possible ruinous 
loss of a forced sale of securities, for the purpose of paying the various 
estate and inheritance taxes which are being imposed nowadays, both 
by the national and states’ governments, is by means of life insurance; 
which, for a moderate annual payment, will insure the sum necessary to 
pay such taxes without the sacrifice of the securities.” 

GOOD COUNSEL: 
The Travelers is a fine old company with a modern, liberal form of 


policy contract sold at guaranteed low cost. The Travelers is the largest 
multiple-line insurance organization in the world. 


Tue TRAvELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY 


Hartford L. F. BUTLER, PRESIDENT Connecticut 


2HHKE TRAVELERS 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATEGLASS, AIRCRAFT, ENGINE, ELECTRICAL MACHINERY 
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Other corporations, including building loan 
associations throughout America, should be in- 
duced to adopt mortgage insurance plans for the 
penefit of their employees and patrons, and it is 
our job to bring about an extension of this most 
rtant and beneficent service of life insur- 


impo ‘ 
Seld which has been seriously neg- 


ance in a 
lected. 


The Life Underwriters’ Banquet 

Qn Wednesday evening, the banquet was at- 
tended by 1500 delegates and guests, but as only 
1200 could be accommodated in the Convention 
Hall, even by using the gallery, some 300 were 
obliged to occupy the Pompeiian Room. After 
they had eaten, they joined the others and lis- 
tened to the speakers of the evening. 

Hon. W. E. Raney, attorney-general of 
Ontario, spoke upon the relationships between 
Canada and the United States during and since 
the war, and Judge Orbison delivered the ad- 
dress given on another page. 


Farmers National Life Offers Prizes 

The Farmers National Life of Chicago of- 
fered five cash prizes of $150, $100, $75, $50 
and $25 to the five agents that during the period 
January 1, 1922, to July 31, 1922, made, in 
written and paid-for business, the greatest in- 
crease over their average for 1921. The prizes 
were awarded as follows: 

First, O. L. Barngrover, Mt. Orab, O.; sec- 
ond, Clinton Hall, Mishawaka, Ind.; third, H. 
Pence, Lafayette, Ind.; fourth, G. C. Smith & 
Son, Belvidere, Ill., and fifth, A. D. Reider, 
Sheffield, Ill. 

This company also offered five gold watches 
to the five agents that wrote and paid for the 
most business from July 1, 1921, to July 31, 
1922, among those agents that had been ap- 
pointed since July 1, 1921. The prizes were 
awarded to C. P. Fate, Crown Point, Ind.; 
E. W. Scott, Steffenville, Mo.; W. H. Smith, 
Crown Point, Ind.; C. L. Andrews, Lancaster, 
Mo, and F. C. Hensley, Granite City, Ill. 


Iroquois of Buffalo Reinsured 

The Order of the Iroquois of Buffalo, N. Y., 
has reinsured its business in the Supreme Lodge 
of the Fraternal Home Insurance Society of 
1913 Arch street, Philadelphia, and has retired 
Irom business. The latter society had assets of 
$786,366 on December 31 last. Wm. C. Paul 
Is president and W. R. Buffington is secretary. 





W. W. Charters, of the Bureau of Personnel 
Research at Carnegie Institute, claimed to be 
the only internationalist on the program of the 
international convention. He was rather proud 
pa My Mr. Charters was, it seems, orig- 
pres Pi — and received his university 
tae H | oronto, later continuing his studies 

» fe is now, of course, a Pittsburgher— 
and thus a good American. 


eee 


Committee reports and an account 
of the first day of the convention was 
Printed in THE SPECTATOR of 
August 24, 
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Reliance Life Convention at Minneapolis 

Forty-two full-time men from Minnesota and 
South Dakota, representing the Reliance Life 
of Pittsburgh, gathered at the Hotel Del Otero, 
Lake Minnetonka, for the annual convention of 
the Great Northern Department. 

General Manager E. G. McCormack, of Pitts- 
burgh, spoke on the remarkable growth of the 
company, which is now nineteen years old, has 
never purchased a company and has $225,000,- 
ooo of insurance in force. 

Superintendent of Agencies Wilhoite, of 
Memphis, Tenn., gave an inspiring address, his 
subject being, “Why the Life Insurance Busi- 
ness?” 

Other interesting talks were given by Super- 
visor Shewbert, of Omaha; Captain Tom 
McCormack, of Pittsburgh, and Supervisor R. 
E. Irish, of Minneapolis. 

R. E. Irish, supervisor of agencies for Min- 
nesota, North and South Dakota, acted as toast- 
master, and General Agent G. T. Elmgren, of 
Minneapolis, was in charge of convention ar- 
rangements. An auto ride through the Twin 
Cities, a launch ride on Minnetonka and several 
swims were a part of the arrangements. 


Ruling by Colorado Department 
The Insurance Department of Colorado will 
not hereafter require the word “resident” to be 
stamped or printed before the word “agent” in 
fire or casualty policies or forms, on the line 
provided for the signature of agent. However, 
the law requires countersignature of a resident 


Ex-President Shuff’s Ready Wit 


The ready wit and quick returns of ex-Presi- 
dent John L. Shuff will be missed sadly from 
the platforms and banquets of the coming sea- 
son. At the banquet on Wednesday an attempt 
was made, led by Edward A. Woods of Pitts- 
burgh, to get the best of the president, but it 
was entirely unsuccessful. Mr. Shuff stood 
his ground ably indeed. Later someone in the 
rear tried it again by shouting “Louder!” in the 
course of one of the toastmaster’s introduc- 
tions. Without an instant’s hesitation, Mr. Shuff 
came back with, “Oh, shut up, I wasn’t saying 
anything, anyhow!” In the end it took the 
Canadians to really put one over on him—and 
they did it nobly. This was the way of it: 
Wednesday morning the Canadians held their 
presidents’ prize contest and Mr. Shuff presided. 
Oné of the contestants—and the winner, by the 
way—was Douglas Kerr of the Canada Life. 
He came in acting in a very much embarrassed 
manner, and the first thing he did was to ask 
Mr. Shuff for a blackboard. Mr. Shuff re- 
sponded that he had no blackboard, and that the 
contestant should carry his tools with him. 
Mr. Kerr went out and presently returned, to 
the surprise of Mr. Shuff, with a big black- 
board. which President Shuff and E. A. Woods 
patiently held in place during the demonstra- 
tion. Mr. Kerr gave an excellent talk, in the 
course of which he made one verbal feint at 
Mr. Shuff anent having had to procure a 
blackboard himself. The whole incident was 
much enjoyed by the audience, as well as the 
participants, some of whom did not know that it 
had been previously rehearsed, and Mr. Kerr’s 
demonstration met with hearty favor. 

President Shuff had at the desk a_ small 
electric bell which he tried at the end of his re- 
sponse to the address of welcome. Mr. Shuff 
said that he proposed to use this bell on any 
man, big or little, who showed no signs of 
terminating ability at the approach of his time 
limit. 
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T. M. E. Armstrong Dead in London 

T. M. E. Armstrong, long one of the out- 
standing insurance executives of Great Britain, 
and well known throughout the world for his 
keen abilities, died in London on August 21. 

Mr. Armstrong began his career with the 
Ocean Accident and Guarantee Corporation, 
Limited, eventually becoming manager and 
secretary, which position he held for many 
years with signal success, until in 1921 he was 
elevated to the position of general manager of 
the Commercial Union Assurance Company, 
Limited, the parent institution of the Commer- 


cial Union group. 





Great Western Life Organizing 
The Great Western Life is being organized 
at Chicago, with an authorized capital of $300,- 
000, to write life, accident and health insurance. 
E. H. McConkey is in charge of the organiza- 
tion work. 





| PERSONAL ITEMS 


George Kuhns, president of the Bankers Life 
of Des Moines, did some remarkable shooting 
with telescope sights at a meeting of Iowa 
sharpshooters in Des Moines. The meeting 
was in charge of Col. Smith W. Brookhart, 
Republican candidate for United States Senator 
to succeed Senator Kenyon, and at present the 
most talked-of man in the State. Colonel 
Brookhart was much pleased with the interest 
shown in the meet by Mr. Kuhns and gave him 
some valuable personal instruction in the use 
of the new sights. Mr. Kuhns is also a big- 
fish fisherman and a great admirer of outdoor 
sports. 

Mrs. E. W. Hauser of La Crosse, Wis., is a 
successful salesman for the Bankers Life of 
Des Moines. She has an able assistant in the 
person of her young sort, Master Lonnie 
Hauser, He recently found a prospect for a 
$5000 policy and sold the proposition so well 
that after he had found his mother and led her 
to the prospect it was only necessary for her to 
make out the papers. 

President John L. Shuff mourns the loss of 
his cane, whose chief value lies in its associa- 
tions. At one of the sessions he requested that 
the gentleman having it in his possession would 
return it when he was through using it. Mrs. 
Shuff was also sorrowful because of the loss 
of a number of pearls. 

A. E. Denny, an agent of the Equitable Life 
of New York, has been appointed district man- 
ager at Salt Lake City for the Home Life. Mr. 
Denny has had considerable experience in the 
life business. 





TEXARKANA, ARK., August 22.—This city expects 
to save its citizens from $8000 to $10,000 yearly in 
insurance premiums by authorizing the expenditure 
of an additional $852 per year. This is based on credits 
allowed on key rating in Texas, based on the installa- 
tion of two additional 10-inch and two additional six- 
inch water mains. By this installation, which the 
Texarkana Water Corporation is authorized to make, 
the key rate will be reduced probably four or five 
cents, which, figured on a savings basis of $2000 to the 
cent reduction, will save premium payers for fire in- 
surance a total in this city of between $8000 and 
$10,000. 

Satt Lake City, Utan, August 29.—Leo J. Muir, 
well-known life agent and former State Superintendent 
of Public Instruction for Utah, hsa decided to make 
his future home in Los Angeles, Cal. Mr. Muir is 
president of the Progressive Business Men’s Club. 

-—The Detroit Life Insurance Company helds its 
twelfth annual convention August 20-24. 


























“AE TNA-=-IZE” 














A catalog of insurance could hardly be more com- 
prehensive than this one widely known word--- 
“AX TNA-IZE.’’ In the business of insurance, 
it has marked significance. It sums up in eight 
letters the complete insurance service which the 
AL TNA Life Insurance Company and its Affiliated 
Companies is furnishing through its well equipped 
and ably managed agencies in all parts of the 
country. 


Life, accident, health, liability, workmen’s com- 
pensation, fidelity and surety bonds, general 
casualty, fire and marine, group insurance, all 
come within the scope of this service. For every 
one of these insurable interests, there is the right 


form of A TNA protection. 








ME TNA LIFE INSURANCE CO. 
AE TNA CASUALTY & SURETY CO. 
AUTOMOBILE INSURANCE CoO. 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 
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INDUSTRIAL SECTION ENTHUSIASTIC 





150 Men Present to Hear Opening Address by 


James E. Kavanaugh 





THREE GREAT PROBLEMS PRESENTED 


TO MEETING 





J. G. Stephenson Presents Excellent Program for Holding Down Lapses— Meeting 


sided Over by Jonathan K. Voshell, Former President 


The greatest enthusiasm was manifested at 
the meeting of the industrial section, which was 
frequently interrupted by cheering. Jonathan 
K. Voshell, former president of the National 
Association of Life Underwriters presided over 
the meeting, which was attended by about 150 
representatives of industrial insurance. James 
E. Kavanaugh, third vice-president of the Metro- 
politan Life Insurance Company, spoke on the 
problems of the industrial managers and super- 
intendents. He first pictured the growth of the 
industrial business for the last thirty years, 
leading up in that way to the statement that 
there is now in force enough industrial policies 
to cover every person, man, woman or child, in 
the United States and Canada. 
PropLtEM OF LAPSATION 

Mr. Kavanaugh entered into a discussion of 
the lapse problem, which, in the field of indus- 
trial insurance, is even more serious than in the 
field of ordinary. He stated than tens of thou- 
sands of industrial policies are lapsed every 
week, the vastness of this figure being due 
largely to economic causes. He also said that 
in his belief the stringency of the past year and 
ahalf or so has been largely a matter of 
imagination rather than fact. In spite, how- 
ever, of these numbers of lapses, the industrial 
companies are making larger increases than 
ever before. 

The training of the modern agent was a sec- 
ond problem introduced by Mr. Kavanaugh. 
He believes that the growth of the business has 
brought with it such complexity as to necessitate 
a trained agent. Untrained men are apt to do 
their business by the most roundabout and in- 
efficient methods, not having knowledge of any 
better system. While thirty years ago the in- 
dustrial insurance business was carried on along 
the simplest lines, nowadays the business has 
hecome so involved that the agent cannot be 
expected to properly go about his debit with- 
out a previous period of training. 


Hicuer Stanparps NECESSARY 
r ~ Kavanaugh called attention to the remark- 
ani increase in the standards of production and 
Rone as a third problem, the necessity for 
ringing home to managers and their staffs the 
ie a He called at- 
’ le tact that the industrial manager 
Ot to-day receives his income upon the same 


need of even greater increases. 


Fatio as his predecessor of many years ago. 
Thus in order to make his income agree with 
sreat increases in the cost of living he has 
‘abt Constantly increase the standard of pro- 
eg Ronen with this is the fact that the 
~~ #€ constantly needing more and more 


Pre- 


of National Association 


insurance and its needs must steadily be filled. 

In suggesting a solution of the lapse prob- 
lem, Mr. Kavanaugh urged bringing home to 
every insured a realization of the fact that he is 
a part owner in the company in which he is 
insured and has a personal interest in every 
transaction carried out by it. He further sug- 
gested that the agent should regard every policy- 
holder as his boss and actually prove to the 
policyholder that he did so regard him. He 
said’ that having accomplished these ends he 
would never argue with a policyholder about a 
lapse but rather get his neighbors to take an 
interest in the fact that their company was los- 
ing a customer and thus bring upon the insured 





James E. KavANAUGH 


Vice-President, Metropolitan Life In- 


surance Company, New York 


Third 


a much greater pressure than he himself could 

bring alone. 

No INDUSTRIAL INSURANCE 
National President John L. 

introduced, made the remark that, as he sees it, 


BoLSHEVISM WITH 


Shuff, on being 


no belshevism can possibly exist where indus- 
trial insurance is in force, because every indus- 
trial policyholder is thoroughly inoculated with 
the principle of protection for his own, a prin- 
ciple in direct opposition to the teachings of the 
radicals. 

Discussion of Mr. Kavanaugh’s address fol- 
lowed, under the leadership of J. T. Maines, 
supervisor of industrial agencies for the Lon- 
don Life Insurance Company. Leaving the 
lapse problem for later discussion, Mr. Maines 
took up the training and selecting of agents. 
He called attention to some statistics which he 
had cn hand as to the reasons why industrial 
agents enter their profession, finding that a large 


2! 


percentage come in because of the income de- 
rived, another larger percentage because of the 
opportunities for social service, and quite a 
goodly number to take advantage of the big 
opportunities offered. He finds that a large 
number of industrial agents fail because of lack 
of confidence. In attempting to get at the 
marketing cost of life insurance, he found that 
over $274,000,000 is paid out annually by the 
life insurance companies to their field forces. 
This fact he considered to emphasize the neces- 
sity for care in the selection of men who get 
this great portion of the premiums paid by the 


policyholders. 


Many IpeEas BroucHt Out 

Open discussion of the various methods of 
selecting agents brought out ideas from many 
sources. Donald Sinclair, manager of the Mur- 
ray Hill district for the Metropolitan Life, 
offered the suggestion that no new men should 
be passed on by manager alone but should also 
receive the approval of the assistant manager 
and then get a day’s work under each of three 
or four of the best agents in the office. If 
then he appeared satisfactory he might be sup- 
posed to be a worth-while man. Mr. Sinclair 
is himself experimenting with college men suc- 
cessfully. He finds great difficulty, in that many 
agents do not love their work and often are 
ashamed of it. 


TRAINING INDUSTRIAL AGENTS 


J. G. Stephenson, president of the Canadian 
association, opened the discussion of preventing 
lapses. He considered this problem as being 
closely linked with that of training, having in 
mind that a well trained agent will sell his busi- 
ness in such a manner as to largely eliminate 
the occurrence of lapses. He regards it as bet- 
ter to train agents to write less business care- 
fully than to put them under pressure and thus 
force them into the writing of a large amount 
of bad business. Because of the fact that 
people buy insurance from the man rather than 
from the company, Mr. Stephenson believes 
that they should know how to do it right. He 
thinks that it is virtually required that an agent 
should take at least two weeks’ premium with 
the application—and preferably much more. 
Credit in the beginning is exceedingly likely to 
mean a lapsed policy in a very short while, 


according to him. 


Wovtp Take Away Poticy 
Mr. Stephenson offered one very clever idea 
when he suggested that in cases of lapse the 
agent should go to the household and take away 
This evidence of mate- 
finds, have 


the policy and book. 
rial will in many 
greater effect upon the insured than the pros- 


loss cases, he 
pect of losing the mere abstract protection. 

According to John Dolph of Washington, 
D. C., the one thing vitally necessary to pre- 
vent lapses is positive honesty on the part of 
the agent. He believes that a thoroughly hon- 
est agent will be able to conduct his debit in 
such a manner as to keep lapses to a minimum. 
As Mr. Dolph’s own district in Washington 
has a remarkably low lapse ratio his remarks 
were listened to with great attention. 
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Life Insurance Men: 


A Contract with our company will insure you 


A PROSPEROUS YEAR 





Best Commissions Best Policies Write us 


ESERVE LOAN LIFE 


INSURANCE COMPANT 
f—_ INDIANAPOLIS, INDIANA. -E | 
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A Word for the Insurance Agent 


By JupceE CHARLES J. ORBISON 


Address at banquet of International Convention of Life Underwriters 


believe in yourself and believe in 
your business and many applications will be 
added to your record. If you are faint-hearted, 
e other position, for a faint heart never 


Salesman, 


seek som 


wrote a prospect. ; 
If you have not sold yourself and believe 


that you have a distinct call‘to engage in the 
life insurance business, seek some occupation 
that requires brawn and not brains. Do not 
think that the life insurance business owes you 
a living. You owe to the industry your very 
best service in exchange for the opportunity 
it has given you to be a benefactor to mankind. 

You are called into a service that is one of 
the greatest factors in the development of char- 
acter in this world. You are a business man 
helping to stabilize business. You are a pro- 
fessional man helping to adjust the economic 
problems of life. You are an evangelist preach- 
ing the gospel of sacrifice as the fundamental 
law of existence. You are an advocate of 
thrift-a devotee of domestic happiness and an 
enemy of poverty and want. 

The marriage altar is made more sacred by 
your presence. The cradle is safeguarded and 
defended by your persistence. The boy and 
girl are given the key to the college door by 
your efforts. I believe in life insurance. It is 
the greatest business in the world and it is for 
you to dignify it, magnify it and exemplify it 
so that the world may have a keener apprecia- 
tion of its advantages. 

It is because I am so thoroughly sold on the 
proposition and believe so fully in its moral, 
ethical and economic value upon the life of the 
nation that I come to you with my small con- 
tribution to help in developing inspiration and 
knowledge for the work upon which you are 
engaged, 

Every real red-blooded man has the am- 

bition to leave an estate so that his dependents 
may have the same advantages and opportuni- 
ties after he has passed on as they had when 
he was in vigorous manhood. And every such 
man feels that he has the right to dispose of that 
estate in accordance with his own particular 
desires. Life insurance offers the best, the 
surest and safest means for the accomplishment 
of that idea. 
It is for the active, earnest and well-informed 
surance man to so present his cause that the 
buying public may come to realize that such is 
the case. The average man has not yet been 
sold upon the proposition that insurance is the 
safest kind of an investment for posterity, nor 
is the insurance salesman so fully sold on it 
that he can talk convincingly to others. 

With little technical knowledge of the insur- 


ance profession and speaking merely as a lay- 


man, let me present to you some reasons which 
will demonstrate the proposition that not only 
are you engaged in the greatest business in the 
World, but you have the largest opportunity to 
Spread the gospel of sunshine in the sphere of 


your activities and bring peace, contentment and 
happiness unto the whole world about you. 

I have no quarrel with the man who indus- 
triously and conscientiously attempts to build 
a material estate, which will not only be a 
safeguard for his old age but a bulwark of pro- 
tection for his loved ones when he is gone, and 
I care not whether that estate is made up of 
stocks, bonds, mortgage securities, real estate 
or what-not, but I do have a serious contention 
with the man who refuses to see the necessity 
of making the basis of his estate substantial life 
insurance policies. He is like the ostrich that 
buries its head in the sand and refuses to heed 
approaching danger. 

In the first place there is nothing stable about 
material property values. It is axiomatic that 
there is nothing certain in this life, save and 
except death, taxes and certainty of the bene- 
fits to be derived from life insurance. Stocks 
may sell for one hundred and fifty to two hun- 
dred dollars to-day and to-morrow they may 
not be worth the paper they are written on. 
Lands may depreciate in value, although it has 
been said, that we should put our trust in 
Mother Earth. 


Material property of whatsoever kind or 
character has two distinct characteristics—it 
sometimes enhances its value, it sometimes 


shrinks to the negligible quantity. No safe, 
sane and prudent man of affairs will ever trust 
the destinies of his loved ones to fluctuating 
values and to so-called material wealth, which 
at any time may take the wings of the morning 
and fly away to parts unknown. He will safe- 
guard that wealth, he will anchor that business 
by taking out life insurance policies. He will 
make insurance the basis of his estate, which 
is as certain to be paid as that the sun in its 
rising glory will purple the East next morning. 

An insurance policy never shrinks in value. 
It is as firm and solid and substantial as the 
Rock of Gibraltar. 

Let the real man make his investments, let 
him plan for large estates and create fortunes, 
but let him safeguard the future by creating a 
certain estate, an estate which will live and 
bless and sanctify his posterity long after he has 
answered the final summons. 

A life insurance policy is the handmaiden to 
a material estate in that it furnishes the means 
for its conservation. 

. The assets of the great majority of estates 
do not exceed $10,000. In most instances these 
estates consist of real estate—generally the 
home property. In many instances a mortgage 
covers the home. The man dies leaving some 
debts and always the expenses incident to his 
last sickness and death. If there is no available 
cash, and most genertlly there is not, it becomes 
necessary, to sacrifice the property by having 
the same sold under order of court to pay the 
debts and thus the widow and dependent chil- 
dren are left without a house over their heads 





and with little remaining out of the proceeds 
of the sale of the property to help them along 
life’s rugged way. ; 


Rules Notes Cannot Be Sold 

Des Mornes, Ia., August 28.—TInsurance 
Commissioner Arthur C. Savage has handed 
down a ruling to the effect that notes taken 
as the first payment on life insurance policies 
may not be sold. The Commissioner stated in 
explanation of his ruling that it has been cus- 
tomary for insurance agents to take notes in 
lieu of cash for the initial payment. In many 
cases these notes have been sold to banks or 
other purchasers. Later the company may have 
rejected the application as a bad risk or he may 
have decided not to take the policy. Much con- 
fusion has resulted in cases of transfer of the 
note. As there is no law on the subject, Com- 
missioner Savage dictates the following: 


It is the ruling of this department that no sale 
or disposition of first-year premium notes by 
either the company or its agents prior to the 
issuance or deliverance of such policy and prior 
to the passing of the consideration therefor, 
shall be made; either one of the above men- 
tioned practices is considered by this depart- 
ment to be contrary to the best interests of 
the insuring public and will in the future be 
considered as just and sufficient cause for the 
cancellation or suspension of the license of any 
agent engaging therein. This ruling is effective 
as of the date thereof, August 21, 1922. 


Convention Notes 

The huge picnic held at Centre Island, Tues- 
day evening, was one of the best managed affairs 
of its kind that the writer has ever seen. Despite 
the great crowd that attended, everyone thor- 
oughly enjoyed it and no one suffered any in- 
convenience, except possibly the dancers, who 
suffered some from the heat but who kept re- 
ligiously at it nevertheless. Things started to 
the wild, weird music of the Scotch bagpipes 
and ended with the same. Remarks came from 
all sides concerning the wonderful efficiency with 
which supper was served. There was not the 
slightest hitch or delay, despite the fact that 
the crowd decided for itself to eat some time 
before the committee in charge had planned to 
start the meal. For those that stayed late there 
were music and dancing; some enjoyed the one ~ 
and some the other, and some got in on both. 
The sports during the afternoon and evening 
were largely participated in by the young ladies 
who were present, and this feature brought on 
an epidemic of betting nothing at all by the 
gentlemen, al! of whom were keen about judg- 
ing favorites. 





Mayor Maguire of Toronto is an old insur- 
ance man himself, though more familiar with 
fire insurance than with life. He showed a clear 
understanding of the benefits of life insurance to 
companies, agents and citizens alike, and com- 
mended the agents who made a study of the 
business. He emphasized the importance of 
sentiment as a factor in the business. 





Among the companies which held agency con- 
ventions at Toronto before or during the inter- 
national meeting were the Guardian Life of 
New York, the Confederation Life of Toronto, 
the Federal Life of Chicago, the Union Cen- 
tral Life of Cincinnati, the Home Life of New 
York, the Detroit Life and the North American 
Life of Toronto. 





—Accidents at quarries throughout the United States 
producing slate in 1921 resulted in the death of four 
of the employees and the injury of 385, according to 
the Federal Bureau of Mines. 
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Thirty Years 
of Remarkable Development 


ASSETS BUSINESS IN FORCE 


1892... Banh a Sek Beate 816 Sa tesd. a tog 121,416 $ 862,200 
PE? eo ke ransdaneraradceaes 42,910,715 286,718,765 
wenty Bet, T9R2. .... .. 5. oc cw eusanwans Over 300,000,000 
Total Payments to Policyholders up to end 

EE its wasn does oka eae cee $22,217,302.31 


To become the largest financial institution in Western Canada 
and one of the foremost life insurance companies of the Dominion 
in the short space of time since the Company began business 
on the 18th of August, 1892, is the record of the Great-West 
Life Assurance Company. To lead all Canadian companies 
in the production of new business within the Dominion and to 
maintain that position for fifteen consecutive years is the indi- 
sation of the public confidence enjoyed by this Company. 
Unfailing service, favorable rates and unequalled profits to 


policyholders furnish the secret of its success. 


THE GREAT-WEST LIFE 
ASSURANCE COMPANY 


Head Office 
WINNIPEG 3: CANADA 


Branch Offices in U. S. A.—Fargo, North Dakota; Detroit, Michigan; Minneapo- 
lis, Minnesota; and Duluth, Minnesota. 
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Protecting Bank Loans by Life Insurance 


By H. W. Manninc 


The principle of protecting bank loans by life 
insurance, although of more recent recognition, 
P hased upon the very fundamentals of busi- 
ness. It isa fundamental principle of economics 
that all property values are the result of the 
application of man’s brain and brawn to the 
raw materials and latent forces of nature. 
Brains are the greatest assets of any business— 
producing brains, buying brains, selling brains, 
administrative brains and financial brains. Busi- 
ness is but the shadow of a man. It frequently 
happens that one man is the vital factor in the 
successful conduct of a corporation. The death 
of that man would frequently disrupt the or- 
sanization, impair credit, decrease efficiency of 
operation, mar the company’s prospects and in- 
jure its standing with the public. There is only 
one security that can cover the embarrassment 
consequent upon such an eventuality, and that 
is life insurance. It stabilizes the business dur- 
ing the lifetime of the policy and steps in at 
the proper time to preserve the good standing of 
the business or to assist in the readjustment of 
affairs. 

Failures in business are due in the least degree 
to lack of intention to pay, and in the greatest 
degree to inability to pay from a dozen other 
causes, one of which is the untimely death of 
the individual upon whose personal initiative 
or invested capital the business is dependent for 
its success. Life insurance is a gauge whereby 
the banks may determine the extent of two 
factors in advancing credit—a man’s ability to 
pay, and a man’s determination to pay. To take 
the first—ability to pay. A life insurance pol- 
icy payable on the death of the individual pro- 
vides ready cash for the purpose of meeting 
loans, of releasing invested capital, of strength- 
ening credit or meeting the immediate expenses 
i readjustment. The life insurance policy, 
therefore, is security for credit and also avoids 
the unpleasant necessity of reimbursement by 
foreclosure—an embarrassing procedure for the 
hank as well as the deceased’s estate. Secondly, 
to take the other factor; determination to pay. 
Ample life insurance indicates to the bank that 
aman possesses that quality of mind which 
prompts him to provide conscientiously for the 
greatest of all his obligations—that to his home. 
On the other hand, the man who belittles this 
hold in slight regard 
farther removed from 


obligation will probably 
his obligations to those 
him, 

Tam indebted to my friend, E. A. Woods, 
lor a list of those banks in the principal cities 
of the United States who ask in their applica- 
tions for hank loans as to life insurance carried 
ee Federal Reserve banks in eleven of the 
‘argest cities, fourteen Pittsburgh banks and 
iwenty-five New York city banks, four Philadel- 
phia banks and the Union Trust Company of 
Cleveland. This is not iis 
‘austive list, but merely as an indication of the 
Mde recognition of this principle. In Canada 
the system is different, and when I speak of the 
‘venteen chartered banks of Canada, I speak 
ot the policy and practice of all their branches 


submitted as an 


in every city, town and hamlet throughout 
Canada. A tanvass of the banks of Canada has 
shown that without exception they have regard 
to life insurance in making loans. The greater 
number—and amongst them I include the larger 
banks—insert in their application for credit 
specific questions as to the amount and status 
of life insurance carried. Those who do not re- 
quire this in their forms have put themselves 
on record something in this way (I quote from 
a letter of the general manager of one of the 
largest banks in Canada, under date of July 
“There is no form in general use 
I understand 


27; 1922): 
by this bank when granting loans. 
that such forms are used by some banks, but 
when asking a customer to submit a statement 
of affairs, we prefer that he should do it in 
his own way.” But he proceeds in these very 
words: “The practice of this bank in protect- 
ing loans by life insurance is to require life 
insurance in cases where a business of any im- 
portance is dependent for its existence largely 
on the life of one man, or, in the case of part- 
nerships, where provision has not been made for 
the continuation of the business in the case of 
the death of a partner.” There are only two 
or three banks who do not include the question 
regarding life insurance in their application for 
credit, but they conform with the others in re- 
quiring life insurance under the circumstances 
as set forth in this letter. The practice, there- 
fore, is universal and uniform, though the pro- 
cedure may be slightly different. 

Without taking time to give the specific word- 
ing of the questions in each of the bank forms, 
let me enumerate the typical questions therein 
Amount of life insurance carried? 
Date when policy matures? 
When premiums pay- 
Is policy assigned, and 


embodied : 
The company? 
Present surrender value? 
In whose favor? 

Loans on policies? How would the 


able ? 
to whom? 
business and our position be affected by the 
death of the owner or chief executive? You 
will, therefore, see from the detailed nature of 
the questions that the bank is interested not only 
in the intrinsic value of the life insurance, but 
also in the extent to which it denotes the char- 
acter and type of mind of the client, because 
they realize that the quality of mind which in- 
duces one to take out life insurance is the qual- 
ity of mind that best insured success in busi- 
ness. 

Now briefly let us review these questions to 
see what is the trend of the bank’s mind when 
considering one’s application for credit. 

1. Amount. We have touched upon the com- 
plexion which this puts upon the application for 
credit—the stable security of a policy payable 
at death, and the quality of mind which prompts 
one to insure. 

2. Company. This can have no value except 
in so far as detail for record. 

3. Date. Under this heading there is room 
left for several insertions, because a successful 
man is continually adding to the life insurance 
carried. It indicates the attention 
which the applicant has given to this important 


25 


consistent 


obligation. If he has taken out life insurance 
several times over a period of years, it indicates 
that at each time he was able to pass a strict 
medical examination, and if his last policy is 
of recent date, he can produce no better cer- 
tificate of his physical ability to apply that 
energy which the success of his business re- 
quires. 

4. Plan. Under this heading they inquire 
whether policies are on the life, endowment or 
term plans. They recognize in the former two 
the carrying value vested in the policy after 
the third year, placing it in a much more sub- 
stantial position. 

5. Maturity. This is practically identical 
with the next question—Surrender Value. The 
banks recognize in the cash surrender value 
or coming maturity of the policy an intrinsic 
cash collateral. 

7. In whose favor. In the names of the 
beneficiaries the bank ascertains the applicant’s 
attitude in protecting homes and business. The 
g adequate protection for 
one to whom the banks 


~ 


man who is carryit 
home and business is 
can justly afford to advance a freer line of 
credit. 

8. Is policy assigned, and to whom? This 
will assist the bank in determining what has 
been the applicant’s financial circumstances for 
some time past, and 

9. How would the business and our posi- 
tion be affected by the death of the owner or 
chief executive ? 

This is a question of wider scope, looking 
further into the future. Now, you will not 
find each of the aforementioned individual ques- 
tions in every application for credit submitted 
by our chartered banks in Canada, but they 
have all been quoted verbally from the collec- 
tion of those forms which I have been able to 
accumulate and I can safely say that 90 per 
cent of our Canadian banks required statements, 
either from the applicant or from the branch 
manager covering the above scope. From this 
you will see that it is the man who thinks he 
can afford to do without life insurance that is 
subject to special scrutiny. 


Convention Program Ran Smoothly 


Many comments were heard as to the excel- 
lent and systematic manner in which the ar- 
rangements had been made and were carried out 
by the men in active charge of the machinery of 
the convention. The unprecedented attendance 
tended to upset plans in various ways, but the 
emergencies were promptly and satisfactorily 
met. The hotel convention room was found to 
be inadequate, and the Allen Theater was en- 
gaged; the banquet room was soon oversold, and 
an overflow banquet was held, the participants 
in both joining later to listen to the speakers; 
and the great attendance at the picnic was cared 
for in transit and at supper in fine style. Girls 
frem the Canada Life and elsewhere acted as 
waitresses at the picnic supper (which was ex- 
cellent), and helped materially in keeping every- 
body happy. 


—A salesman can’t help gathering in a decent quota 
of orders if he will expose himself to enough buyers. 
—John Hancock News. 

—If a man empties his purse inta his head no man 
can take it from him. An investment in knowledge 
always pays the best interest.—Benjamin Franklin. 
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IN TUNE 


When you want to know everything about a man, go to his home town and ask the “‘home 
folks’ about him. They know him. 


It’s the same way with an Insurance Company. 


The “‘home folks’’, and that includes its family of Agents wherever located, are the ones 
best qualified to tell what kind of a Company it really is. 


The cordial good will that always has existed between the American National and its Agents 
has been the dominant force in making it a leading Company. 


Working with rather than for the Company, American National Agents have interpreted 
American National ideals for integrity and Service to policy-holders in such a way as to naturally 
build up good will for themselves as well as their Company. 


Ability and willingness to render impressive service year in and year out, in good times and 
in bad, is the real test of Company co-operation and the American National has stood the test. 
It has kept in tune with the interests of its policy-holders and Field men. 


Operates in Twenty States and The Republic of Cuba. Splendid Opportunity in many 
States, particularly Illinois. 
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(June 30th, 1922) 
(June 30th, 1922) 


Surplus to Policyholders 
Life Insurance in Force 




















2,108,916.00 
$165,613,035.00 aie 
Paid Policyholders and 
Assets their Beneficiaries since 
$12,849,870.00 organization. 
$11,846,176.00 
=. HOME OF i arcane 
5 ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL INSURANCE COMPANY 
GALVESTON, TEXAS 


W. L. Moody, Jr. Shearn Moody, W. J. Shaw, 
President. Vice-President. Secretary. 
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This is only our fifth convention year in 
which serious consideration has been given to 
the question of life insurance for the pay- 
ment of inheritance taxes. It may interest 
you to look back to the proceedings of the New 
York, Pittsburgh, Boston and Cleveland con. 
ventions, to note how this general subject has 
grown in our consideration, in the volume of 
business written, and in the variety of sugges- 
tions for its further extension. 

For there little doubt that inheri- 
tance taxes are here to stay. Beginning with 
1916, when the first Federal Act was passed, 
this form of taxation has become more and 
more firmly imbedded in the government's 


seems 


plans of taxation. 

Besides this, more and more states have 
added it to their scheme of taxation, so that 
only one or two are now without it. 

In all of these states, excepting Wisconsin, 
I believe the proceeds of life insurance policies 
payable to personal beneficiaries are exempt. 
The Wiscons'n statutes and decisions provide 
that life insurance proceeds may he included as 
part of the taxable estate. As you well know, 
the Federal Government exempts but $40,000 
of such proceeds, but there seems to be good 
ground for anticipating court decisions which 
will exempt all such proceeds payable to per- 
sonal beneficiaries along the line of the well- 
known Massachusetts and other state decisions, 
which hold that a policy and the money to 
become due under it belong the moment it is 
issued to the named as_ beneficiary ; 
and that as the person procuring the insurance 
cannot dispose of it by will, it cannot properly 
be considered a part of his estate, directly or 
indirectly. 

Most of the work of the life insurance 
agent must be, and should be, to provide for 
the creation of estates by those who have not 
But recently, 
to be sure, we have all come to recognize that 
the “cost of dying” must always be met either 
by insurance or other assets. If this is true 
of the small and moderate estate, that “cost” 
is tremendously increased by the inheritance 
taxes on large estates. I think that a large 
part of one’s success in inheritance tax life 
insurance work must consist in the ability to 
reason fairly as to the needs of estates of 
taxes on large estates. I think that a large 
part of one’s success in inheritance tax life in- 
surance work must consist in the ability to 
reason fairly as to the needs of estates of 
different sizes, 


person 


thus far succeeded in doing so. 


There is no question that the 
more moderate the size of the estate the more 
Important that the assets should be net, be- 
cause in all such cases where a wage earner 
18 concerned there is a large proportionate 
loss because his earning power ceases. 


The function of the specialist in this line 
of work, therefore, must consist largely in 


ee 
* Address before the 


‘ y : Convention of 
Life Underwriters, 


International 





The Present Status of Inheritance Tax Life 
Insurance * 


By FRANKLIN W. GANSE 


putting out the particular value of protection 
according to the size of the estate. This 
makes the matter of rather accurate state- 
ments a very important part of the approach, 
since few successful men who have not had 
a carefully made statement of inheritance 
taxes made for them can resist the desire to 
see the figures worked out. To do this in- 
volves a matter of taxation in various states. 
for which we now have very good and prac- 
tical authorities, and which does not require 
At the 
same time, no man can claim to be any kind 
this unless he can 
statement in estate 


as much study as some would suppose. 
of a specialist in work 
figure out such a 
involved in a pret'y accurate way. 

The matter of the time of payment, interest 
charges for payment after due, and discounts 
for payment before due, form a very interest- 


each 





FRANKLIN W. GANSE 


Chairman of the Executive Committee, Na- 
tional Association of Life Underwriters 
ing basis of such statements. I have read of 
one estate which, on a single asset, had to pay 
inheritance five different states; the 
state of residence, the which the 
securities were issued, the state in which they 


taxes to 
state in 


were deposited at time of death, the state in 
which the property of the corporation was 
have for- 
maze to a 


which I 
seeming 


other 
the 


and 
gotten. To 
simple statement offers a great asset to the 
man who can do it. I believe that every life 
insurance agent should be able to make such 


situated, one 


reduce 


figures for his own state, and I would define 
the specialist as one who is competent to ad- 
vise in the case of an estate whose assets will 
be taxed by other states than the residence. 

Let us forget that, after all, the in- 
heritance insurance not 
only can be reduced to simple terms, but is 
essentially an extremely simple one. A great 
war came upon the world and imposed tre- 
mendous experiditure upon our country, one of 
the participants in that war. To raise the 
necessary funds by taxation, the Federal Gov- 
ernment began in earnest to tax estates, a 
matter which it had heretofore left to the in- 


not 


tax-life proposition 


oo Ler A 
<7 


dividual states. This form of taxation, 
whether Federal or state, amounts to the 
placing of a lien or deposit against the assets 
of every estate of a certain value, the filing of 
which jien or the entry of which debit takes 
place at the moment of the death of the present 
owner of the estate. This fact is just as 
real as if the owner had died by accident and 
the day before his death had mortgaged his 
assets for the amount in question. This lien 
or deposit can only be removed by cash within, 
say, one year after death, and in almost every 
case involves the sale by that time of some of 
the best assets of the estate. 

It goes without saying that to provide 
ideally for the lifting of this lien or the wiping 
out of this debit, one must look ahead and 
arrange to have the necessary amount of 
money brought into the estate by the very 
act which creates the debit or lien. 

This must be the fundamental principle on 
which we build our work, and we must follow 
that, as stated above, with accurate knowledge 
for estimating the amounts involved and the 
best methods and times of payment. 

Several cases have recently come to my 
notice of small policies sold to cover inheri- 
tance taxes for moderate sized estates, valued 
at about $75,000. On going over the entire 
question and learning how small his taxes 
would be, he nevertheless decided that he 
would add $15,000 to the $25,0co of life in- 
surance payable to his wife, and since by so 
doing, and only by so doing, he could add an 
asset absolutely free from inheritance taxa- 
tion. 

Inheritance taxes emphasize the need of 
money at the time of death. No matter what 
the general attitude of very wealthy men may 
be as to giving away their property during 
their lifetime, or as to viewing, without con- 
cern, the shrinking of their estates, the rank 
and file of the many thousands of persons of 
means will find in inheritance tax 
properly presented, a reason, 
or an additional reason, for taking out life 
insurance in an amount adequate to cover the 
highest possible limit of Federal and state 
taxes, as well as the expense of administration. 


moderate 


life insurance, 


A rival of the Insurance Field in the produc- 
tion of convention dailies was Canadian Insur- 
ance This paper engaged a humorist of no mean 
attainments, whose stories created nearly as 
much amusement as those of President Shuff. 
His column on Tuesday morning had one on 
Edward A. Woods that is good enough, and 
more, to repeat. The humorist told it this way: 

“They are telling a funny one on Eddie. 
When he got off the train at the depot a guy in 
uniform steps up to him and says, ‘King 
Edward?’ ‘No,’ says Eddie. Then another 
feller comes along and says, ‘Prince George?’ 
‘No,’ yells Eddie, gettin’ mad, ‘Eddie Woods 
of Pittsburgh,’ ” 


Delegates from the States were forced to ad- 
mit, in fact they gladly admitted, that the 
Canadians brought out many novel points which 
made the long trips to Toronto well worth 
while. Some of the sales talk of the regular 
members of the national association has per- 
haps suffered from repetition, so that the in- 
jection of new ideas from across the border 
added much to the instructive qualities of the 
convention, 
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UNION NATIONAL COOPERATION 


The Union National Life Insurance Company comes quickly to 
the assistance of all her agents. Cooperation that is truly help- 
ful and conducive of increased agency business is continually 
emanating from the home office. The officers know from per- 
sonal experience just what the agent needs and are quick to 


satisfy him with just a little more than is needed. 


The insurance man who becomes a representative of the Union 
National will never need to have any doubt as to the company 


he represents. 


The continual contact with the home office will allay any fears 
as to the ability of his company to pay all honest claims and 


render him a true company service second to none. 


ADDITIONAL AGENTS WANTED! Open territory in Texas 
and the District of Columbia. Attractive policy forms, liberal 
commissions, and UNION NATIONAL COOPERATION await- 


ing the man who lines up with 


THE UNION NATIONAL LIFE INSURANCE CO. 


HOUSTON, TEXAS 


J. M. YOES, 
J. C. STRIBLING, Secretary 
President 
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The Responsibility and Opportunity of the 
Agent 


By F. H. Davis 


Second Vice-President of Equitable Life Assurance Society of the U. 


There is an oft-quoted passage from Holy 
Writ attributed to one of the Prophets of old, 
yhich runs as follows: “Il’here there is no 
vision the people perish.” 

The possession of vision and the exercise 
of that very important faculty of the mind— 
imagination—are necessary to the 
seater success Of the individual as they are 
to the growth and progress of a group of in- 
a community, a State or a 


equally 


dividuals forming 
nation. The man who does not think beyond 
the present is able to do little con- 
structive building and falls short of a true 
conception of life and its responsibilities. 


very 


In no business or profession is the need of 
ysion more vital to real success than in the 
life insurance business. The advantages that 
we enjoy in this business to-day, the higher 
ethical standard set by life insurance men, the 
increasing appreciation of the value of life 
insurance in the public mind, and the wonder- 
fyl strides made toward more intelligent and 
more scientific life insurance salesmanship are 
due in a measure to the vision and imagina- 
tion of those who have preceded us, the pion- 
blazed the 
thinking and progressive leaders in this busi- 


ers who have trail, and to the 
ness to-day. 

Benefiting by experience and with the heri- 
tage of thought and research, we are to-day 
witnessing a growth and expansion of this 
business heretofore undreamed of. The proper 
conception of future continued growth and ex- 
pansion is, even from our present point of 
view, beyond the grasp of the mind. 
Knowledge increases This 
brings me to one of the things that I want to 
tak to you about to-day: the responsibility of 


responsibility. 


the life insurance agent. 

The familiar question: “Am I my brother’s 
keeper,” has from time immemorial been the 
subject of debate, pro and con, and I shall not 
attempt to launch into a subject of such mag- 
nitude; nevertheless there is such a thing as 
individual responsibility and we cannot evade 
Into every transaction enters 

It is a factor 
It is ever present 


it, try as we may. 
this element of responsibility. 
in every phase of human life. 
in home and in office, in everything we do and 
say. I know of no 
where a true conception of responsibility is of 
more importance than in the relationship of 
the life insurance salesman to his clientele. 
We have reached a point in the distribution 
of life insurance where it is sold, not simply 
because it is life insurance and because it has 
a well-defined value, but because it is especially 
These 


relationship, however, 


adapted to cover certain human needs. 
needs are many and varied. But they exist, 


differing perhaps, but always present in the 


life of every man, and covering not only the 
Present, but reaching far out into the future. 


S., New York 


the 
I am a firm believer in the advisability 
of a life insurance program for the insured. 
A salesman, however, in pointing out or bring- 


Here's where responsibility steps into 


game. 


ing more clearly to the mind of the client 
the existence of a need or a series of needs— 
and it is well to bear in mind that the sales- 
man does not create the need, but merely en- 
deavors to visualize it and to place it before 
his client in a clear and logical way—places 
himself in the relationship of an adviser and 
thereby assumes a tremendous degree of re- 
sponsibility. 

The purchase of a life insurance policy im- 
plies trust and confidence on the part of the 
It stands to reason that every man of 
average intelligence possesses the faculty of 


buyer. 


judging to a reasonable degree between right 
and wrong, and that his theory of proper liv- 
ing is to do the right as he sees it. There is, 
of course, no man who is one hundred per cent 
perfect. from the 
straight and narrow path, but in all the cate- 


We may, at times, stray 


gory of crime, God forbid that it shall ever 
be said of me that I betrayed a man’s trust 
and confidence. 
AGENT Is 
When a life insurance salesman enjoys the 
more than 


COUNSELOR AND GUIDE 


his fellowman he is 


He is a 


confidence of 


a salesman. counselor, guide, bene- 


factor and friend. I feel sure you will agree 
with me that this is a responsibility that is 
worthy of the serious consideration of every 
man and woman in the life insurance business 


to-day. 

It does not take a vivid imagination to pic- 
ture the far-reaching effects of the life in- 
surance salesman’s work on the lives of 


human beings. His efforts may mean peace of 
mind and plenty where there might have been 


wretchedness and want; comfort where there 


might have been poverty; education where 
there might have been illiteracy ; right and hon- 
orable living where there might have been 


crime; sound and stable industry where there 
might have been failure. I repeat that such 
a relationship carries a tremendous responsi- 
bility. 

The man without the proper appreciation of 
individual responsibility is not a credit to the 


life insurance profession. Great strides have 
been and are being made in raising the 
standard of the life insurance agent and in 
this work the Association of Life Under- 


writers stands in the forefront. The agent in 
his own community is a representative of the 
institution of life insurance. 
and interpreter of the principles of thrift and 


He is a teacher 


protection, and, through his accumulated ef- 
forts, the advantages and benefits of life in- 
surance are made known to millions. Visualize 


the the thousands of 


tremendous power of 


29” 
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life insurance men throughout the country as 
they work in their respective fields and you 
will have a conception of the responsibility of 
the life insurance agent. 

Poor life insurance salesmanship with the 
resultant dissatisfaction through failure prop- 
erly to cover the real needs of the client is 
more often due to lack of education and prep- 
aration on the part of the agent than to an 
intentional disregard for responsibility or a 
beclouded 
Also the personal responsibility of the agents 


conscience with selfish interest. 
charged with the 
This 


man or 


is shared by those who are 
training and supervision of the salesman. 
is the day of trained brains. No 
with life 
knowledge should responsibility 
real the 
There is no excuse for ignorance in 
for 


woman a smattering of insurance 


assume the 


that goes with service to insurance 


public. 
facilities 


this business to-day. There are 


education on every hand. Every progressive 
life insurance company is to-day providing 
opportunities and urging the acceptance of 


these opportunities, for the training and edu- 
cating of the salesman. The amount of mid- 
night oil consumed may now in most places be 
expressed in terms of kilowats, but it. stil! 
and the man or woman 
who has the keen desire to fulfill his 
responsibility and to make life count for most 


serves the purpose 


or her 
is not passing by opportunities for self-im- 
provement. Education is that no 
man ever completes, and there is no more hope- 
satisfied 


something 


less a failure than the man who is 


with his store of knowledge and who closes 
his mind. 

ever heard 
is contained in the quotation from some philos- 


Some of the best advice I have 


opher of olden days which runs as follows: 


Learn as if you were to live forever, 


Live as if you were to die to-m 


TrTOWw. 

A simple little saying—vyes. but. after all, 
the simplest things in life are the greatest, 
and this simple theory of life, to my mind, 
Had I at my com- 
mand the ability of an orator and the wisdom 


holds a wealth of wisdom. 


of a sage, I honestly believe that I could not 


impart to you a more valuable or powerful 


message than that contained in these few well 
chosen words. 

Life insurance salesmanship has been called 
“the best paid hard work in the world,” and 
| heartily concur in the thought, which is just 
as true worth-while 
things accomplished as it is that of 
dollars and cents. The most wonderful thing 
in life is life itself, and there is a lot more in 
life than making a living. 
man who thinks on these subjects has the am- 


from a standpoint of 


from 


I believe that every 


bition deep within himself to make his life 
count to do worth-while, constructive work in 
the days that are allotted to him. 

that 
lawyer, printer, priest or poet who earnestly 
both 
money and real happiness, but the man who 


Someone has said the business man, 


tries to serve his neighbors will earn 
works for money alone gets that and nothing 
else. In what other field can you find such an 
opportunity for service as that presented in 
the field in which we labor? 
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HOME OFFICE BUILDING ERECTED 1922, SHELDON AND WASHINGTON BLVD. 
CHICAGO, ILL. 


$500,000 AUTHORIZED CAPITAL 


ORDINARY AND INDUSTRIAL INSURANCE ISSUED 
AT ALL AGES, FROM ONE TO SEVENTY 


ALFRED CLOVER 


Chairman Board of Directors 


LOUIS, NAROWETZ, President 
FRED WELSCH, Vice-President 
A. L. LINDER, Vice-President 
J. W. SINGLETON, Secretary 
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What Is Credit? 


By J. STANLEY Epwarps 


it is said that John D. Rockefeller, when 
asked what was the most valuable thing a man 
cold have in business, replied, “Credit properly 
ysed.” Dr. Murray Butler, president of Colum- 
hig University, recently said, “Credit is the 
great modern discovery.” Credit is confidence. 
The world is sick to-day in just the degree 
that men and nations have lost confidence in 
ech other. The world prospers or suffers, 
politically, economically or industrially in so far 
»3 people have or lack mutual confidence. 
Europe is in collapse because of suspicion. 
The willingness or ability of European gov- 
ements to pay their debts is questioned. 

In this country the quarrels of labor and 
capital, with their attendant strikes are based 


primarily on suspicion, lack of confidence that . 


contracts made will be kept. Financial panics 
are born of loss of confidence. Confidence or 
trust is a mental state—credit is the act—ex- 
pressing it in practical terms. 

All business, all government, is based in large 
measure on confidence or credit. It is said that 
over 90 per cent of the world’s business is done 
on credit. Almost every act of life is based 
on this essential thing. We do not expect this 
roof to fall on our heads; we have confidence 
in the architect of this building, though we 
may not know him. We place our lives, our 
most precicus possessions, three times a day 
inthe hands of an unknown cook. We eat our 
meals in full faith, secure that we will not be 
poisoned, 

If credit is of such vast and fundamental im- 
portance, on what does it rest and what is its 
relation to our business? It is based largely 
on human values, rather than on material values 
and insurance—wise calls for human life insur- 
ance protection more than for property pro- 
tection. This ig the greatest business discovery 
of the decade and exceeds wireless telegraphy 
in importance, notwithstanding it has not yet 
been assigned a department in the daily papers 
and magazines, 

The human and not the material equation pre- 
vals in 83 per cent of business failures re- 
ported by Bradstreet’s covering the four prin- 
cipal causes of business failures, as follows: 


Laake Gf ‘Capital: si.0<<:can<ciosne 30 per cent 


INCOMPALENCE sa.<.< jicc'e-a vcs ecsie 38 per cent 
ENOMDOVIONCE ooce:did.c vielen ec odes 6 per cent 
BRAN pare crac cree cee orera 7 per cent 


Over 50 per cent of all business failures are 
caused by factors which life insurance can 
either hinder or prevent. 


Lire INSURANCE AS A SUPPORT 


Credit has been defined as a “postponed 
money payment” and life insurance as “buying 
money for future delivery.” Every life insur- 
ance policy is or can be made a credit asset. 
Such use is not confined to big business. Loan 
Values of life policies furnish a constant, cer- 
tan and automatic source of credit, making 
‘very man his own banker. Bankers say in- 
dividual and non-collateral credit is based on 


character and on deteimination to pay quite as 
much as present ability to pay. 

The individual who borrows on his policy in 
a time of emergency, such as sickness or loss 
of employment, is putting his insurance to credit 
use. In many instances it is his only ready re- 
course. Even the holder of term insurance has 
a credit policy to support a character loan. 
Banks and other lenders of money deal largely 
in non-collateral loans of small amounts. Many 
a youth has obtained a college, business or pro- 
fessional education, otherwise impossible for 
him, by character loan supported by life insur- 
ance. 

Home purchase and land purchase loans sup- 
ported by life insurance are of frequent occur- 
rence. How many individuals have obtained 
capital for buying or establishing a small busi- 
ness either by borrowing on their life insurance 
No com- 
plete list of such cases could be obtained and 


or using it for additicnal collateral ? 


naturally no mention of them is seen in insur- 
ance journals or company literature but such 
loans must aggregate millions of dollars. Many 
a big business of to-day traces its growth from 
small beginnings to just such a start. 

The one-man business, big or little, needs 
credit insurance more, even more than the part- 
nership or corporation needs it. First, because 
it is usually less able to comply with collateral 
loan requirements. Then, too, the human equa- 
tion looms larger in the lender’s mind in such 
cases. The skip of a few heartbeats may mean 
the wind up of the one-man business or of its 
being turned over to an untried son or other 
relative. Also, that intangible but vital asset, 
good will, is always more important and more 
easily impaired or wiped out in the one-man 
business. We learn that over go per cent of 
firms that fail have less than $5000 capital. The 
small business man is in desperate need of in- 
surance protection. 

Then there is the one-man business of the 
professional type, the business of the teacher, 
the doctor, the lawyer, of brain workers in 
general. The professional man’s investment is 
in himself not in a stock of goods. Death wipes 


Life Insurance 





out everything but books and papers and 
possibly a few office chairs, a desk and an 
office rug. These may bring a few dollars 
from a second-hand man but a business income 
equivalent to 5 per cent on $1,000,000 may be 
wiped out by death overnight. Bills receivable 
are likely to be offset by bills payable. And, 
on top of this, the last act of everyone at death 
is to create an additional debt. 

In dealing with partnerships, the important 
thing for a partner to know is that the death 
of either partner terminates the partnership. 
Unless there is a specific prior agreement to the 
contrary, the surviving partner must close up 
the business and settle with his dead partner’s 
heirs. Even if he should go on with the business, 
he must share profits with the heirs whether or 
not they are competent or useful to the busi- 
ness or agreeable to him. 

W. G. Eisenhauer’s Good Work 
_ Honored with a special resolution in gratitude 
for his work—and deservedly so, W. G. Eisen- 
hauer, special agent in New York for the 
Equitable Life Assurance Society, caught the 
7:15 train out of Toronto none the worse for 
wear. Mr. Eisenhauer was the cheer and song 
leader of the convention, and exceeds any col- 
lege man we ever saw—which is saying some- 
thing. Keeping the delegates good-humored and 
easy in their seats is no light task, but Mr. 
Eisenhauer is full of original and enlivening 
stunts. For instance, at the banquet Wednesday 
night he started a regular barnyard, which 
nearly got too much for him. 
Theatrical Man Buys Large Policy 

James A. Horan, playwright and author, has 
followed in the footsteps of many others affili- 
ated with the stage and screen who are listed 
among the country’s largest policyholders. 

Joseph D. Bookstaver, general agent of the 
Travelers Insurance Company, was introduced 
to Mr. Horan by Benjamin Witkin, one of his 
producing staff of agents, and within fifteen 
minutes sold to Mr. Horan a single premium 
life annuity policy guaranteeing a substantial 
income for life. 





University of Denver’s School 
The fall term of the School of Life Insurance 
Salesmanship of the University of Denver will 
extend from October 2 to December 15, the 
tuition fee being $100. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 
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The Royal Northwest Mounted Police— 


Are known the world over for daring accomplishments in the face of dangers 
which would stop the heart beat of the average man. 





This great organization for the maintenance of Law and Order typifies the spirit 
of Canada—a spirit of Bravery—Chivalry—Justice—Adventure and Duty. 





That which has made fireside heroes of the Royal Northwest Mounted Police is 
that which makes a man a real life underwriter. 





The real agent to succeed must be brave—chivalrous—just—and even adven- 
turous—and plainly see his duty. 





He is the Pioneer of Pioneers—his courageous work ‘“‘breaks’’ the “‘trail’’ beyond 
the end of that well trodden road—where the head of the “‘family”’ party surrenders his 
financial place to the life insurance settlement to carry on what he has been unable to 
finish. 





There is room in this agency organization for life insurance men with the do or die 
spirit of the Royal Northwest Mounted Police—‘‘bare handed’’ workers—who seek 
real hard money and are willing to work hard for it. 





If you know what you want to do in the way of a life insurance career—write and 
tell us about it—we will help you to do it. 








WALTER E. WEBB, 
Superintendent of Agents 


ROBERT D. LAY, AGENCY DEPARTMENT 


Vice President & Secretary 


NATIONAL LIFE INSURANCE COMPANY OF THE UNITED STATES OF AMERICA 


A. M. JOHNSON, President 


29 SOUTH LA SALLE STREET, CHICAGO 


SINCE 1868 
CHICAGO’S OLDEST AND STRONGEST COMPANY 
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(REDIT AND LIFE INSURANCE 





Special Section Discusses All Angles 
; of Subject 


(ROWING INTEREST AMONG BANKERS 


pevy of Brilliant Speakers Agree That Life 
Insurance Will Soon Become a Necessity 
to Every Applicant for Personal 
or Business Credit 

The “Insurance for Credit” section of the 
afternoon session was opened by A. R. Spier, 
yho discussed the various forms of question- 
mires used by banks, trust companies and secu- 
ity houses in making loans. The forms in 
inquiry as to atmounts of insurance carried by 
sgplicant were read and discussed. Mr. Spier 
gated that the questionnaires sent out by Dun 
aad Bradstreet’s would hereafter have a ques- 
fon as to the amount of life insurance carried 
by an individual or by a corporation on its 
executives. 

H. W. Manning gave an address on 
ing Bank Loans by Life Insurance.” He pointed 
out the advantage of life insurance to cover the 
one important man in a one-man company. He 
dated that a large proportion of the banks in 
the United States and Canada ask the question 
4s to insurance carried by an applicant for a 
loan and also all particulars as to company, 
form of policy, length of policy, date of matu- 
rity, etc. H. W. Manning read letters from the 
hanks of Canada to him on this subject, all 
hing highly in favor of life insurance in this 


“Protect- 


connection, 

L. J. Lugsden ted a discussion on the sub- 
ject and elaborated on the necessity for the 
horrower to have the confidence of the banks 
and showing life insurance as a means of creat- 
ing this confidence. 

J. Stanley Edwards then spoke on “Using 
Life Insurance by Businesses, Individuals, Part- 
Corporations to Build Up and 
His address appears in full 
of the THE 


nerships and 
Maintain Credit.” 
on another page of this issue 
SPECTATOR. 

Mr, Edwards defined the credit as the post- 
ponement of payment of money, whereas life 
insurance is the buying of money for future 
delivery. He pointed out the way in which these 
two definitions dovetail into each other. He 
aso stated that in the past 
there have been thirteen business depressions and 


forty-six years 
showed where life insurance could be used ad- 
vantageously to provide ready cash at such 
times in business. 

Mr. Sills led the discussion and gave several 
concrete instances where life insurance was a 
great factor in assisting the policyholder to ob- 
tan a loan from the bank. 

E. J. Clark's subject was “Life Insurance to 
Mr. Clark’s address will 
be found elsewhere in this issue. He said that 
his office took names of all those taking out 
Mortgages every day from the county records 


Protect Mortgages.” 


and that every man was mailed a letter advis- 
iif use of life insurance to cover the loan. Term 


Policies were used for this purpose. Mr. 


Sills pointed out the wide field for this kind 
of insurance, which has been very slightly cov- 
ered. 

W. Lyle Reid led this discussion by drawing 
a picture of a poor couple just having built a 
home and mortgaged it, where the husband at 
once provides for fire insurance, but does not 
provide protection to cover the mortgage in 
event of his death. 

Mr. Rogers of New York stated that he 
found the use of the term straight mortgage as 
opposed to cancellation mortgage very resultful. 
He asks a man who has taken out a mortgage 


whether he took a straight mortgage or a 
cancellation mortgage. He explained that a 


straight mortgage was one which cost 6 per cent 
and not paid until full amount had been paid 
off The cancellation mortgage was one cost- 
ing 7!4 per cent, which, in event of the death of 
the mortgagee, would be canceled. This extra 
14 per cent would be the amount on a life in- 
surance policy to cover the mortgage. 

A. O. Eliason spoke on “Life Insurance to 
Protect Bond He stated that out of 
100 replies from bond houses, investment bank- 
ers, etc., on this subject 80 per cent never used 


Issues.” 


life insurance in this connection and had never 
considered it. Those who had used it were 
in favor of the practice. Mr. Eliason 
that the prospectus of a bond issue should fea- 
ture the fact that the issue was covered by 
life insurance payable to the trustee in the 
of the death of the executives of the 
He showed that 


said 


event 
corporation issuing the bonds. 
this field was barely scratched and that the 
agents should educate the bond houses on this 
subject and also the public so that they would 
demand that bonds be so protected before being 
purchased. 

Mr. Speuce of Detroit gave some instances 
where life insurance had been used in this con- 
nection very successfully. He also mentioned 
instances where surety companies issuing surety 
bonds on contractors for building purposes had 
required the contractor to take out life insur- 
ance to the amount of the bond. 

J. Stanley Edwards pointed out that this 
subject should be brought up first through the 
bond houses. 

Charles Jerome Edwards 
meeting by bringing out the salient points. He 


summed up the 


urged the agents to take these messages to those 


at home and spread the propaganda. He 
emphasized that this was a day of co-operation, 


not competition. 


J. Elton Bragg, executive secretary of the 
New York Life Underwriters Association and 
instructor in the School of Life Insurance Sales- 
manship at New York University is also by 
this time an accomplished orator. They placed 
him almost at the head of the program at 
Toronto and he had to do his speechifying while 
still out of breath from rushing in from a late 
train. Apparently, at least, he was not in the 
least worried about it and did so good a job 
that he was immediately invited to address a 
meeting of agents of the American Life of 
Detroit this week and another of the agents of 
the National Life of Montpelier at Narragan- 
sett Pier next week. We would say—purely 

f course—that Mr. Bragg was 


guesswork, of 
the youngest man on the program. 


PAGE MR. SHUFF 





Closing Hours at Toronto 


A. O. ELIASON MAKES SPEECH 


Canadian and American Officials Introduced 
and Cheered Heartily 

President John L. Shuff of the National As- 

laboring under the belief that his 

work was over, left the convention hall about 

half after three and had to be paged to come 

back and preside at the closing formalities, or 


sociation, 


rather informalities. 

While waiting for his colleagues, President 
Stephenson of the Canadian association intro- 
duced to the assemblage three of the men who 
have been most responsible for the unqualified 
success of the convention. These, in order of 
introduction, were Lyle Reid, J. H. Castle 
Graham, executive secretary of the Canadian 
association, and William May, Jr., chairman of 
the entertainment committee. Attempts to draw 
a speech from Mr. May, who has a lovable 
Scotch burr, were quashed by President Stephen- 
son. 

By this time Mr. Shuff had appeared and was 
ready to deliver his final talk before the dele- 
gates in his official capacity. He made a last 
plea, almost with tears in his voice, for the up- 
lift of his profession. Mr. Shuff said that his 
work during the past year had actuated him to 
again dedicate his life to the service of human- 
ity. He related a story of sitting about one 
night with six or seven men whose total wealth 
amounted to nearly $20,000,000. When they 
finally came to Mr. Shuff to add his wealth to 
the accumulation he told them that he was 
wealthy in the knowledge that he had arranged 
for over $50,000,000 to go to the wives and 
children of other men. He pleaded with the 
audience to look upon their work as a service 
to mankind and to dedicate themselves to it. For 
the last time Mr. Shuff asked the agents not to 
desecrate their profession by calling it a game. 

A. O. Eliason was introduced by President 
Shuff and spoke a few words, during which he 
promised to do his best to serve well during 
the coming vear. He remarked that in follow- 
ing Mr. Shuff he took on a particularly difficult 
task, but one which he hoped to carry through 
successfully. 

There were also introduced Henry E. Walker 
of New Orleans, one of the new vice-presidents, 
and Robert L. Jones of New York, the new 
Jones remarked that 


national treasurer. Mr. 
the national treasury is about as short as the 
golf knickerbockers that he wore and urged the 
delegates to get on the job. 

The convention broke up at about 4:30 o'clock 
amid cheering for both the United States and 
Canada and a final song, “Till We Meet Again.” 

The total registration at the convention was 
1662, over 800 of the registrants being from the 
United States. 
largest convention ever held. 


It was said to have been the 


Know your business thoroughly. When a fellow 
has a half knowledge of a subject, he finds it’s the 
other half that would really come in handy.—Fidelity 


Ficld Man. 
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THE HOME LIFE INSURANCE COMPANY 
of AMERICA 


Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 





This Company issues all modern forms of policy contracts from BIRTH to 60 years next birthday 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and are 
up-to-date in every respect. 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND PER- 
MANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and are 


guaranteed by State Endorsement. 





A Home Life policy brings peace of 
mind to the man who loves his family. 








Basil S. Walsh, President. P. J. Cunningham, Vice Pres, 
Joseph L. Darkin, Secretary. John J. Gallagher, Treasurer. 
E. Bryan Kyle, Medical Director. 

Independence Square Philadelphia, Pa. 













































SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 


ROOKERY CHICAGO 
Pre TN PO os oan cent conden vasueess wees iin eunaaae $40,000,000 
TD ch Sy ig ts as Ge shea Sc sreh aiemias bien nad secloesmnisinin Se Sande Abea eaminde tase aiiee caine ee 4,442,069 
Payments to Policyholders Since Organization...................... 3,727,743 





Write for explanation of our new Ordinary and 20 Pay 
Endowment at 85, which contain privileges never be- 
fore included in Ordinary and 20 Payment policies 
and which make them the most desirable Ordinary and 
20-Payment policies ever issued. 











OPENINGS FOR GENERAL AGENTS AND MANAGERS IN FIFTEEN STATES 


Address, S. W. GOSS, Vice-President and Manager of Agencies. 
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York, opened the contest for the prizes offered dom, and recommended life insurance as the the seventy years of its istory 
’ ‘ oe . S y ; - By . : 
y the president of the National Association by — pest bulwark against Bolshevism. Mr. Kerr was has ever enjoyed—because of its 
a eer 1e saring three headings— jy arde e prize é 
7. presenting a sheet bearing Fy ya awarded the prize. — square dealing toward all and its 
\yself, My Wife, and Other Heirs. nder E, W. Steadman of Toronto described a case 
are the second, when starting a canvass, she inserts, jy, which a wife wanted her husband to take in- long record of low net cost—the 
jor example, $100 monthly, at maturity, for as surance, but the latter, a blacksmith, would not good will of its policyholders, the 
ing as she lives; under the third head, perhaps qo go. The agent called one evening and helped sfid ona £ tees 
get re : : Re ee nee ; con n and esteem o in- 
R- talance of income if wife dies; while the space him mend some boots, whereupon, upon the onndence e 
ure under the first head is blank, but is later filled  ontrance of the wife, the man asked her: “Do suring public, and the loyalty of 
ypriately showing advantages of disa- : ; ife insured?” She responded : 
in appropriately s ge ag you want my life insured I . its representatives. 
bility insurance, etc. affirmatively, and the agent got his application. 
3inder of San Francisco developed a 
a | ing | the investment Joseph C. Behan, Supt. of Agencies 
aphic illustration showing how the inves 
graphic illustrator 2 ios : Insurance to Protect Bond Issues 
of, say, $75 as a first premium might lead to mpage 
(caean AA ee 3y A. O. Extason 
the payment of $151,000 to beneficiaries. >y ~ ay Glee aces ; 
Mr. Hamilton of Buffalo had an inventory The value of life insurance to protect busi- | never considered it. ve small percentage of 
plan headed “Myself in Account with Myself,’ ness interest and to build up credit for an in- the trust companies replying that had acted as 
1d ¢ lea as - =“ y - ores a eT NON Lf ae. 
es providing for an analysis of a man’s financial dividual, a partnership or a corporation is now _ trustee under a bond issue where life insurance 
5 =: 4 > > =7 oO Te 
er jtuation, leading to an interview on an insur- quite generally recognized. Insurance for had been assigned to the trustee were all 
aice program mortgage protection is also not a new idea. Its strongly in favor of using life insurance for 
gig . peice “ any " ones <a ce ie — PY a, Seager 
a Mr. Wadsworth of Boston won first prize use is widespread in the United States, particu- this puryore. Nearly all of the replies showed 
; with a series of arguments, one of which re- larly in the West and Middle West, in con- oe m the subject and a desire to get all 
lated to a man who owned an automobile and nection with farm mortgages, both for the pur- definite information possible. 
— B id re ale é “e T he te ere aaa e ~ 
who carried liability insurance of $5000-$10,000 pose of giving additional security to the mort- The reply of the vice president of an Ohio 
siemeet limits. He was asked how much life insurance gagee for the repayment of the loan and for trust company is typical: 
he carried, and answered $1000. The salesman = safeguarding the dependents of the mortgagor In reply to your letter regarding what -use 
» © « T % “ y x ¢ ic hz - 2¢ « > EF iife inenr- 7 
responded, “You carry $5000-$10,000 to protect against losing their home by foreclosure should — this bank has made of life insurance to protect 
esp , singe Pe ‘ ace hs: teniatin: lana die hakrea: Cais aes eee bond issues, kindly be advised that we have 
some strange family and only $1000 to pro ec the family head die be aring never made a loan where this provision was 
your own.” This made a hit with the audience. gage. required. However, the writer is much inter- 
Mr. Stark of Oklahoma exhibited a carefully Both in the case of business insurance and ested in the subject and will be pleased to re- 
worked out chart which followed a family mortgage protection, the chief purpose is to re- celve a copy of your report. ; 

. riod of the children lace the economic loss which would result These widely scattered replies clearly show 
through the educational period of the chi : a PE: aad dca, Ss that the practice of using life insurance for this 
showing the results from partly lump sum and through the death of the individua insured. In  urpose is not yet established in our country 
partly monthly income insurance. both, the value of life insurance protection is but that the investment bankers and trust com- 

Mr. McBrain of Cincinnati told of using a now quite readily recognized by the parties con- = - a in the —— and | if 
on : oe aay shown the practical value of such protection 
0 ad ¢ retting spect to -erned when brought to their attention. = 
memorandum pad and getting the prosp icin ‘sine fact. however. that in the Will, make use of same. 
9 put down certain items which were guaranteed It is a surprising fact, 1owever, la Life underwriters are not prepared to render 
by his policies. United States the value of life insurance in con- fy] and proper service to their community un- 
Mr. Shoemaker of the Lincoln Life used a _ nection with bond issues has not yet been given less they acquire a thorough understanding of 
card carrying the inscription “Brain Insurance,’ any widespread, practical recognition by invest- this subject and equip themselves for intelli- 
vara ae ; A Sia Bees nia: t ile gently supplying the insurance needs in con- 
and described .how this awakens curiosity even ment bankers and trus companies. a necties sviiiy Desh. daaese, 
in those who dislike being solicited for insur- In an endeavor to ascertain how generally life Bond issues are secured by trust deed to either 
ance. In response to an inquiry from a prospect insurance was used in connection with bond _ real or personal property and in certain classes 
as to what was new in insurance, he told of an issues in the United States and to get an idea of issues the value of the personal element in 
; ce ae : or hasized of the general importance attached to its use Considering the security is quite as important 
actor having his face insured, and emphasized  ¢ eg al import: - as in the case of a bank loan, or a real estate 
pd » 4 D- s r ¢ ~ xet Ce r ce > - 
the necessity of his auditor having the value of in this connection, I recently se nt a question or chattel mortgage. 
his graphic method of approaching a prospect. naire on the subject to a selected list of invest- The creation of a credit and the circumstances 
He states candidly that he is a life insurance ment bankers and trust companies in our lead- oo same - 6 ee the 
npeee ee : 5 iran: NE indebtedness is evidenced by a collateral or a 
an d hat it is his siness re pros- ing cities, including the whole country, North ry 
man and that it is his business to solve p ty . = nc eS aa mortgage note or by a bond issue, and the fact 
pects’ problems. He then asked the prospect and South, East and West. he TepHes, DCEEY wos hess ase sed dacs. act lesen Saeaee 
for a piece of paper, and, as Mr. Kerr, said: a hundred in all, were most illuminating; 80 for nor prevent the use of life insurance pro- 
“He generally gives it to me—he doesn’t send per cent of the institutions replying had never _ tection. ; 
me for a blackboard.” Mr. Kerr then illus- used life insurance in connection with bond  , !n real estate loans the question as to whether 
| . ae 3) but thought that it might be a good thing it is advisable to use a mortgage note or a bond 
| trated by diagrams the declining chance at issues but thought that g a § issue is largely determined by the method to 
various ages for a man to make good in busi- in certain classes of issues. One large trust be employed in disposing of the evidence of the 
ness, and he also illustrated the increasing re- company in the East, after stating that in its indebtedness. A mortgage on real estate, 
e : : , £ itt, ~ 2 
sponsibilities and how they might be met by experience as trustee under bond issues it had ee ci or ota ae is sold bis 
on i pee : ‘ : eos whole, the mortgage itself being assigned to 
nsurance is i ver receiv 1e assignment of a life insurance ee 2 
life insurance. In his illustration he presented never received the a . gg the purchaser and delivered with the mortenas 
— a crown of success and some of the necessary policy, added the significant remark, he mit = te on notes, 4h te eee ae proposed 
adjuncts to winni S it n- ter has never been put up to us and we have Joan is large enough and the conditions favor- 
Juncts to winning same, such as being an $ 
3 
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State Mutual Life Assurance Company 


of 


> 


Worcester, Massachusetts 


Incorporated 1844 


No matter how capable the management of a life insurance company may be, no matter how firm a foundation 
of business integrity may underlie it, no matter, even, how excellent a policy it may offer to the public, no Company 
can long be successful without a competent and loyal Agency Corps. ; 

Our Company has always enjoyed the best of management; its SEVENTY-EIGHT YEARS of existence have 
been devoted to erecting a solid structure of reputation founded upon the worthiest elements of business character; 
its product—which is Service and Protection—is of the highest grade known to the insurance world; but without 
the men and women who form the connecting links between the Home Office and the Insuring Public, all else would 
be without avail. 

IN EIGHT AND ONE-HALF YEARS, JANUARY 1, 1914—JUNE 30, 1922, THIS COMPANY HAS MORE 
THAN DOUBLED ITS VOLUME OF BUSINESS IN FORCE. 

Its growth in all other avenues of progress has been in the same proportion. 


Its policy of management has been progressive in all matters of benefit or value to policyholders, beneficiaries 
and agency force. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies 
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NATIONAL FRATERNAL CONGRESS IN SESSION 


Many Prominent Officials of Leading Orders Attend Montreal Meeting 


TUBERCULOSIS SANATORIUM RECOMMENDED 


To Prevent Lapses, Keep Wife Interested in Policy, Is Valuable Suggestion Made by 
Fraternalists 


(Special Dispatch from 


The National Fraternal Congress opened its 
annual convention at the Hotel Windsor, Mon- 
treal, Canada, August 28. The convention on 
Monday was given over to sectional meetings 
yhich were preliminary to the general meeting. 
Meetings were held by the presidents, the sec- 
retaries, the press, the law and the medical 
sections. 

The president’s section opened with an ad- 
dress of welcome by Rudolphe Bedard, presi- 
dent of the Societe des Artisans, Montreal. 

The maintenance of a tubercular sanatorium 
and homes for children of members of the 
societies; life income settlements in payment 
of death claims; savings bank method of paying 
premiums; insurance on single lives up to $25,- 
0; organization of local lodges into single 
associations to provide local benefits, were some 
of the principal features that H. R. Taylor, 
editor of the National Economist, urged the 
presidents to incorporate into their societies and 
certificates. He called a sample certificate 
which he described in his address the certificate 
of “A New Fraternalism.” 

Mr. Frazer spoke on the problem of fraternal 
beneficial societies in regard to losses of mem- 
bers by lapsation. He presented a plan to re- 


(Continued from page 35) 


able to a bond issue, bonds may be used and the 
security is deeded to a trustee for the benefit 
of the bondholders and the bonds offered for 
sale in denominations as issued. If life insur-_ 
ance is used in connection, the policy is assigned 
to the trustee, the same as the other security, 
and a stipulation usually made in the trust 
deed providing for the insurance and the pay- 
ment of premiums during the term of the bonds. 
In this class of bond issues, life insurance will 
strenethen the security and consequently make 
the bonds more attractive, wherever in the 
management of the property used as security 
there are one or more individuals whose death 
might even temporarily retard or reduce the 
property income. Life insurance at such a time 
would help provide the funds to pay accruing 
interest or maturing bonds which might other- 
wise become delinquent until the property could 
again be put on a paying basis through new 
management. The ultimate security for the 
payment of the bond issue with interest may be 
ever so ample; still, in every credit operation, 
whether a bank loan, a mortgage or a bond issue, 
resorting to the security to obtain payment is 
undesirable if it can be avoided, and whenever 
this might possibly be avoided by life insurance 
protection, such protection ought to enhance the 
value of the security and be attractive to the 
payee, and every borrower, whether under a bond 
issue or otherwise, should be especially inter- 
ested in providing this protection for his estate. 

Real estate bond issues offer a field for insur- 
ance protection to the same extent as mort- 
gages where the property securing the issue is 
owned hy one or even two or three individuals, 
or where, if the property is income paying, the 
Personal element is at all prominent in its man- 
agement. 


Our Staff Correspondent) 


duce lapses, and said a greater amount of laps- 
ing occurs among younger members. The work 
of holding business must not be left only to the 
local lodge officers, he declared, and cont’nued: 
Lapses are divided into three classes. One, the 
careless class, one who has money to pay dues 
Class 


two, those who because of financial difficulties 


but does not seriously consider doing so. 
allow lapse. Class three, disgruntled members 
who lapse because of the belief that the con- 
tract has been misrepresented. Form letters 
covering these three classes have been prepared 
to educate the member and urge him against 
lapse. 

The interest of women in the paying of pre- 
miums and keeping contract in force is a valu- 
able means of preventing lapsation. This is 
done by writing a letter to the beneficiary call- 
ing attention to the suspended member and urg- 
ing her to take un the question of reinstatement. 

Mary L. 
Women’s Catholic Order of Foresters, Chicago, 
Membership in 


Downes, high chief ranger of the 


spoke on “The Advantages of 
the National Fraternal Congress.” 

Miss Downes outlined the early history of 
her order and showed the difficulties of the old 
system of rates and the necessity of a revision 
of rates to make them adequate. The readjust- 
ment of this order and its relations with the 
National Congress were very fully described 
and the value of the Congress in this connection 
was emphasized. 

Considerable discussion arose on the subject 
of the advisability and inadvisability of the use 
of rerating or transferring organizations. In- 
stances were given where large percentages of 
the new payments collected were paid to these 
organizations. 
addresses by 
Ekern, H. W. 


Patterson, A. 


The Law Section enjoyed 
Frank H. 
Pitkin, Benjamin Pass, John A. 
D. Wilkin and Thomas A. Gall. 


The Press Association, being composed of 


Dewey, Herman L. 


editors of official papers of the societies, was 
addressed by Gilbert Howell, Ben Hur; Walter 
Basye, Fraternal Monitor; Mrs. Elizabeth 
Mehan, Women’s Catholic Order of Foresters; 
Independent Order 
\MecEntee, 


Alexander MacGillivray, 
of Foresters, and Miss 
Catholic Benevolent Association. 

The Secretaries’ Society was entertained with 


Bertha 


discussions by several of the secretaries as to 
the use of official papers in promoting their in- 
terests, changes in annual reports, ways to im- 
prove functionings of the secretary and other 
pertinent questions along this line. 

According to economic experts of the Na- 
tional Fraternal Congress of America, the eco- 
nomic value of the average human life is $58oo. 
Those 


Some lives are worth more than others. 
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nearing the grave have less economic value than 
the young and vigorous. The lives of children 
The children of to-day are the 
business men of to-morrow. Multiplying this 
by the number of people in the United States 
and Canada shows an aggregate of hundreds of 


are valuable. 


billions of dollars. 

The morning session of the first day of the 
general meeting of the National l‘raternal Con- 
gress was opened by cordial greetings and re- 
marks of welcome by Hon. Athanese David, 
Province of Quebec; J. O. 
Gareau, acting mayor of Montreal; Alfred Lam- 
bert, president of the Chamber of Commerce, 
and Charles Duquette, president oi the Canadian 
These addresses of wel- 
come were responded to by Ledoux 
and Harry Wade, vice-president of the Con- 
Finlayson was 


secretary of the 


I*raternal Association. 
Henri T. 
egress. The Honorable G. D. 
then introduced and made an address covering 
the fraternal situation in Canada. Mr. Finlay- 
son is Superintendent of Insurance of the Do- 
minion of Canada. He expressed his familiarity 
with the activities of the Fraternal Congress 
and stated that the problems of the fraternal 
societies were practically the same in the Do- 
minion as in the United States. He also stated 
that he has received much information and aid 
from the Congress, which he has been able to 
take advantage of in his work in the Dominion. 
He said that every association in Canada had 
made every effort to adopt correct principles 
and adequate rates, and that in 1916 nearly 
every society in the Dominion was actuarially 
solvent. In 1919 legislation was enacted cover- 
ing the needs of fraternal insurance and he 
expected within a reasonable time that every: 


society in Canada would be actuarially as welt 
There is a dual system 
A life 
insurance company or a fraternal society may 
Dominion 

the co- 


as practically solvent. 
of supervising insurance in the Dominion. 
operate either under Provincial or 
supervision. Mr. Finlayson praised 
operation and friendly association of the fra- 
ternal societies and their humane work through- 
out the country. He urged that this spirit per- 
vade throughcut our national and international 
activities to the extent that ultimately there will 
he perfect good will 


throughout the nations of the world. 


concord, amity and 

The afternoon session began with the reading 
of the president’s annual address and also the 
reports of the secretary and treasurer and ex- 
ecutive committee. Smith, publicity 
director of the Congress, made an address on 
keeping the publicity fires burning. Mr. Smith 
thanked the members and editors of fraternal 


Joseph S. 


papers for their co-operation with him in his 
efforts. He criticized the society papers for not 
carrying more educative matter in their col- 
He stated that in the past ten months 
the publicity bureau had furnished 425 news 
articles to these papers and had supplied eighty 
News 
agencies throughout the country are also sup- 
Mr. Smith deprecated the aid of officials 
of societies in furnishing his bureau with in- 


umns. 


newspapers with weekly news service. 
plied. 
formation and urged their co-operation in the 


future. He described a plan now being con- 
sidered for using moving pictures to propagate 
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Mid-Continent Life Insurance Co. 
Oklahoma City, Oklahoma 





Life Insurance, Health and Accident 
Insurance. All up-to-date policy forms 


Home Office Agency Cooperation that 
really means something. 

Good territory open in Oklahoma, Ar- 
kansas and Texas. 


Write Direct to 


Mid-Continent Life Insurance Co. 
Oklahoma City, Oklahoma 


R. T. STUART EDWIN STARKEY R. W. REESE 


President Vice-President Secretary 























ONE GOOD REASON 


ANY INSURANCE COMPANY is fortunate if it can offer a good agent one good reason why 
he should prefer that company to any other. 


THE NATIONAL AMERICAN LIFE, therefore, is fortunate. It could offer several, but this 
one is enough. 


IT ISSOUND, REPUTABLE, FORWARD-LOOKING COMPANY that wants and will stand 
behind a good agent in exactly the way that will be most appreciated by him. 


IS OUR WORD GOOD FOR ANYTHING? Read this: 


“THE OFFICERS OF THE COMPANY are men of high repute, experienced in the insurance 
business and are conducting its affairs in such a manner as to justify the confidence of the 
policyholders and the insuring public.’’—Best’s. 


YOU CAN DEAL IN CONFIDENCE with the officers of the 


NATIONAL AMERICAN LIFE INSURANCE CO., 
of IOWA 


BURLINGTON IOWA 














ad 
all 


jul 


an 
po 
sot 
the 
El 


ref 
mi 


tio 


ne\ 





Chursday 


| 


AV 








August 31, 1922 


THE SPECTATOR 








—=— ee 


advantages of insurance. Urging the continu- 
ance of this work to prevent the reaction of a 
jul in these efforts, Mr. Smith closed his re- 
marks. George D. Eldridge read a very able 
and exhaustive paper from an actuarial stand- 
point, showing the functions of the fraternal 
society and the uses put to the contributions of 
the members paid on adequate rate plan. Mr. 
Bidridge’s subject was the relation of reserves 
to general resources of a society. 

Following Mr. Eldridge’s address were the 
reports of the chairmen of the following com- 
mittees: Conference with insurance commis- 
joners; statutory legislations; statistics; legal 
co-operation ; ethics; national health conserva- 
tion; National Red Cross; thrift and saving; 
general publicity and social insurance. 

The meeting then adjourned. There was a 
special evening session to go into the report on 
new blanks adopted by the commissioners. 
Among those present were William J. Mc- 
Ginley of Knights of Columbus, E. A. Horton 
of Knights of Pythias, A. W. Frye of the 
Maccabees, William Montgomery of Masonic 
Mutual Life, Nelson O. Tiffany of MaSonic 
Life Association, F. M. Speakman (actuary), 
Abb Landis (actuary), E. A. Meyer of Na- 
tional Union Assurance Society, W. A. Frazer 
of Woodmen of the World, Miss Bina M. 
West of Womens Benefit Association, Benja- 
min Crane of Ben Hur, J. T. Langfeld of Royal 
Arcanum, G. M. French of Court of Honor, 
Matt M. Ludeman of Degree of Honor, Hill 
Montague of Golden Seal Society, Victor 
Morin of Independent Order of Foresters, J. V. 
Barry of Metropolitan Life, and others. 


H. C. Evans Asks Feperat AcTION 


Demanding that the United States Govern- 
ment should enter into a partnership with 
fraternal and benevolent organizations in the 
various States, in the expenditure of money to 
save children, was the request of Harry C. 
Evans of Des Moines, Ia., representing the 
Brotherhood of American Yeomen. 

President Henri Roy of Montreal was in the 
chair, with W. E. Futch of Cleveland, Ohio, as 
acting secretary. 

“One of the greatest needs in America to-day 
is the conservation of child life,” said Mr. 
Evans. “We have evidence on all sides of us. 
The United States Government must take some 
action.” Mr. Evans said: 


In May, 1884, Congress created the Bureau 
of Animal Industry. At first the only authority 
this bureau had was to “investigate and report 
upon the condition of the domestic animals of 
the United States, their protection and use, the 
cases of contagious and infectious diseases, and 
means for their prevention and cure.” 

Later on the powers of the bureau were en- 
larged. The Secretary of Agriculture was au- 
thorized to “effectually suppress and extirpate 
dangerous, contagious, infectious and com- 
municable diseases in live stock.” In that year 
600,000 was appropriated by Congress for the 
Prevention and cure of hog cholera, and millions 
ave been appropriated since to save the lives 
of stock, 

The act of April 9, 1912, established the 

ildren’s Bureau of the Labor Department. It 
was clothed with approximately the same power 
relative to children that the Bureau of Animal 
ndustry was at the beginning with reference to 


live stock—investigate and report. To quote 
the exact language of the statute: “To investi- 
gate and report upon all matters pertaining to 
the welfare of children and child life among all 
classes of our people, and shall especially in- 
vestigate the questions of infant mortality, the 
birth rate, orphanage, juvenile courts, etc.” 

The powers of this bureau have not been en- 
larged. Its only duty to-day is to “investigate 
and report.” 

My contention is that as the Bureau of Ani- 
mal Industry was given authority to save the 
lives of hogs and cattle, and money was ap- 
propriated, outright for that purpose, the 
Children’s Bureau should be given authority to 
save the lives of children, and money should be 
appropriated directly for that purpose. 

There seems to be no constitutional or legal 
question in the road. 

If, under the homestead law, the Government 
can give a citizen a homestead, it can give a 
child a home. 

There is a Federal Educational Bureau that is 
collecting statistics and facts showing the con- 
dition and progress of education. The Govern- 
ment ceded to the State millions of acres of 
the public domain for educational purposes. If 
the Government can build school houses for the 
children, it can build homes for them. 

The Federal act of November 23, 1921, the 
maternity and infancy bill, authorizes money 
appropriated by the Congress “to be paid to the 
several States for the purpose of co-operating 
with them in promoting the welfare and hygiene 
of maternity and infancy.” Approximately 
$1,000,c00 was the first appropriation for this 
purpose. 

So we are well on the way with a Govern- 
ment program for the conservation of hogs, 
cattle and other live stock, and we have at least 
started on a Government program to conserve 
the lives of children. 





Cotton Marine Ready for Business 

The new Cotton Marine Insurance Company 
of Philadelphia, of which Mather & Co. are 
managers, is to begin business September 1, 
with $200,000 capital. It will write marine in- 
surance only. Walter S. Thomson is president, 
C. E. Mather is vice-president, Wm. A. Raleigh 
is secretary, and Joseph A. O’Brien is treasurer. 


Jackson, Miss., August 28.—Commenting on 
a paragraph published in the New York Journal 
of Commerce last week, to the effect that a 
portion of its excess was placed in a mutual, 
the Bankers and Merchants Fire at Jackson has 
issued a letter to its agents over the signature 
of Secretary W. G. Sours, to the effect that 
since its official announcement dated May 4, 
1922, it would not reinsure in mutuals, it has 
conceded no further excess to any carrier other 
than a bona-fide stock company. The company 
announces that it has pending negotiations for 
three additional lines of excess coverage. 

Franklin W. Ganse of Boston has other things 
on his mind besides inheritance taxation. We 
say this advisedly, despite the fact that others 
may be inclined to disbelieve him. But here is 
the proof. Mr. Ganse came in the hotel from 
his train on Monday afternoon, flung his bag 
across the lobby, grabbed his golf sticks from 
the bell-hop and was off to the links. Appa- 
rently Mr. Ganse is an enthusiastic golfer. 

T. W. Blackburn, secretary of the American 
Life Convention, reached Toronto in time to 
be present at the meetings, after having made 
a quick trip from San Francisco, where he at- 
tended the annual meeting of the American Bar 
Association, 
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NORTH BRITISH CHANGES 


Walten.S. Alley to Attend to Executive 
Matters 
A number of changes in the official staff of 
the North British and Mercantile were an- 
nounced by United States Manager Cecil F. 
Shallcross, to become effective September 1. 
Walter S. Alley, in charge of the Southern de- 
partment, will assist in supervisory and ad- 
ministrative duties; A. R. Thommasson will be- 
come general agent of the Southern depart- 
ment; O. A. Marrin will become assistant gen- 
eral agent, and W. L. Chambers manager of 
the Metropolitan department. 


Reports Increase in Indianapolis Fires 

INDIANAPOLIS, IND., August 22.—John J. 
O’Brien, chief of the Indianapolis fire depart- 
ment, has reported that the total number of 
fires in the city during the first seven months of 
this year was 593 greater than during the corre- 
sponding period in 1921. The total loss, how- 
ever, he says, was $276,588 less than last year. 
The chief renewed previous warnings against 
bonfires. 

The report shows 1891 fires in the seven- 
months’ period of 192I as compared with 2430 in 
1922. There were 744 shingle fires in the 1921 
period and 948 this year, showing an increase 
of 204. Losses on dwelling houses for the 1921 
period totaled $219,000 as compared with $140,- 
000 this year. Total losses for the 1921 period 
were $844,113 and for the 1922 period $567,525. 


William Street Club to Incorporate 

President Frank H. Gilson has announced 
that a special meeting of the William Street 
Club will be held at 52 Beaver street, Septem- 
ber 12, at 6.30 P. M., for the purpose of voting 
upon the proposition of incorporating the organ- 
ization under the membership corporation law 
under the name and style of the William Street 
Club, Inc., and for the purpose of transferring 
all the property and assets of the present organ- 
ization to the said corporation. 


John Beavan Here 

Arriving on the S. S. Pan America of the 
Munson Steamship Line in New York this 
month was John Beavan, for a number of years 
a well-known fire insurance agent in the Argen- 
tine. Mr. Beavan has given up his business in 
Buenos Aires to take up the management of the 
Perth office in West Australia, which is his 
home. 


Appoints Rosencranz Company 
The Rosencranz Company of 54 John street 
has been appointed Manhattan and Brooklyn 
agents for Excelsior Insurance Company of 
New York. The Excelsior was organized in 
1919. 


—Accidents at quarries throughout the United 
States producing slate in 1921 resulted in the death 
of four of the employees and the injury of 385, 
according to the Federal Bureau of Mines. The ac- 
cident rates were 1.41 killed and 135.33 injured per 
1,000 300-day men employed, as compared with 1.49 
killed and 108.20 injured last year. 
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PROSPEROUS CITIZENS 


Representatives of the Mutual Benefit are generally 
prosperous citizens, notwithstanding the fact that the 
Mutual Benefit has always been a low commission Com- 
pany. Prosperity for the agent is measured not by the rate 
of commission, but by the amount of commissions earned. 
Representatives of the Mutual Benefit find Mutual Benefit 
policies easy to sell and every Mutual Benefit policyholder 
becomes a center of influence for further business. 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 


NEWARK, NEW JERSEY 




















THE GLOBE MUTUAL LIFE INSURANCE COMPANY 


of Chicago, IIl. 








Results for 1921 


Gain in interest income over last five years 1300% 
Gain in income over last five years 590% 
Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average gain over last five years 661% 


The above figures are the results of the 
highest grade of service to policyholders 
and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 
It is the Last Word in 


SERVICE 


T. F. BARRY, President, Generali Mgr. and Founder 
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ACCIDENT AND LIFE INSURANCE DECISIONS 
By Harry B. Brapsury, of the New York Bar 


Accident Insurance 

Military service; exemption of liability of 
company under accident provisions of policy 
although company liable under the life pro- 
yision when insured accidentally killed while 
in military service. 

The insurance company issued a policy, the 
face amount of which was $2000, but the same 
policy contained an accident provision, under 
which, if the death of the insured was caused 
by accident the indemnity was $4000, the policy 
providing as follows: “If there further be 
received at said home office due proof that such 
death resulted directly from bodily injury, re- 
ceived after the date of issue of this policy, 
independently and exclusively of all other 
causes, and that such bodily injury was effected 
slely through external, violent, and accidental 
means, and that such death occurred within 
sixty days after the date of such bodily injury, 
promises to pay to said beneficiary, instead of 
the face amount of this policy, four thousand 
dollars (double the face amount of this policy, 
herein called double indemnity), provided, how- 
ever, that this double indemnity shall not be 
payable in the event of the insured’s death as 
aresult of military or naval service in time of 
war, nor shall it be payable in the event of the 
insured’s death at any time by his own act, 
whether sane or insane, nor if such death be 
caused directly or indirectly, wholly or partly, 
by riot, insurrection, or war, or any act inci- 
dent thereto, nor if such death be a result of 
participation in aeronautics or submarine opera- 
tions, nor if such death result from any viola- 
tion of law by the insured, or from police duty 
in any military, naval, or police organization, 
or directly or indirectly from bodily or mental 
infirmity or disease of any sort.” 

It was admitted that the death of the insured 
was caused by accidental means, but it was con- 
tended by the company that it was not liable 
for the double indemnity, for the reason that 
the insured was accidentally killed while in the 
military service of the United States of Amer- 
ica in time of war and that his death was the 
result of such military service. At the time of 
the death of the insured he was being trans- 
ported with other troops of the United States, 
and as part of the army of the United States, 
ona troop train on the Union Pacific Railroad, 
which was then under the control of the United 
States Government. Troops were being trans- 
ported from Fort Oglethorpe, Ga., to San Fran- 
cisco, Cal., at which point the troops were to 
he embarked for Honolulu to join and become 
4 part of other military forces of the United 
States serving there. The accident happened 
on June 27, 1919, after the armistice but before 
peace had been formally declared. The in- 
sured had enlisted in the army on June 10, 1919, 
and he was looking out of windows of one 
of the cars when he was struck by an upright 
girder of a bridge and killed. It was held that 
the double indemnity clause was not operative, 


and that the plaintiff should have judgment 
merely under the life provision of the policy 
Mutual Life Ins. Co. of N. Y. v. 
110 S. E. gto. 

The question discussed in the last mentioned 


for $2000. 


Johnson, ——— Ga. ———; 


case iS a very interesting one, on which there 
has been a good deal of conflict in the deci- 
sions of the various courts. On the particular 
point as to whether the company was relieved 
in relation to accidents happening after the 
before the final declaration of 
peace, the court said: “There can be no ques- 
tion that at the time of the death of the insured 
the United States was, in a technical sense at 
Although the armistice 


armistice but 


least, in a state of war. 
had been signed and there had been a cessation 
of actual hostilities, the United States was at 
war with Germany and her allies. See Hamilton 
v. Kentucky Distilleries, 251 U. S. 146, 40 Sup. 
Ct. 106, 64 L. Ed. 194. We think that the 
double indemnity provision of this policy of 
insurance, properly construed, means that the 
to be liable for 


insurance was not 


double indemnity in the event the insured was 


company 


accidentally killed while a member of the mili- 
tary forces of the United States, directly or in- 
directly, wholly or partly, by reason of the war 
status of the country. We are aware that some 
of the courts of last resort, in construing double 
indemnity or war clauses in insurance policies, 
have construed such double indemnity or war 
clauses so as to provide that the death of the 
insured must have been caused by the war. In 
other words it has been held that the death of 
the insured must have been occasioned while 
engaged upon his part in actual warfare or 
on his way to the war front. It must be borne 
in mind, however, that in each of those cases 
such construction was placed upon the particu- 
lar provisions of the war clauses then under 
consideration. Upon thorough investigation of 
authorities we do not find the particular double 
indemnity clause that we have here for review 
Was passed upon.” 
Life Insurance 

False statement in medical examination as 
to previous medical attention; when direc- 
tion of verdict for company is proper. 

The terms cf a benefit certificate provided 
that the application and the answers given to 
the medical examiner should be a part of the 
insurance contract. The insured had stated that 
she had not been treated by any physician or 
surgeon within five years for any illness, disease 
or injury, and also that she had never had any 
of a number of specific diseases, one of which 
was appendicitis. After the death of the in- 
sured an action was brought on the certificate, 
and it appeared on the trial, without dispute, 
that the insured had actually been treated by 
other physicians within the five-year period, 
and also that she had had an operation for 
appendicitis. . It was held that under such cir- 
cumstances the case should not have been sub- 


41 


mitted to the jury at all, but that a verdict in 
favor of the insurance association should have 
been directed by the trial court. Beckman v. 
National Council of Kaights & Ladies of 
Security, ——_— Mont. -———: 204 Pac. 487. 
Waiver of payment of premium on time by 
acceptance of note: when question of waiver 
is a matter of fact for the jury. 
The defendant insurance company 
into a contract of insurance with the plaintiff’s 
minor son, a boy of fifteen years of age, whereby 
it agreed to pay to the mother the sum of $5000 


entered 


upon due proof of the death oi the son, and 
provided that the policy was in full force at 
the time of his death. The second annual pre- 
mium of $135 was due and payable on July 3, 
1920, with one month or thirty-one days of 
grace, during which time it provided that the 
insurance should remain in force. It was further 
stipulated in the policy: “If any premium or 
instalment thereof be not paid before the end 
of the period of grace, then this policy shall 
immediately cease and become void, and all pre- 
miums previously paid shall be forfeited to 
the company.” The second premium had not 
been paid on July 6, 1920, and the defendant 
company wrote to the plaintiff a letter, in which 
it called the plaintiff's attention to the fact that 
the last day of grace for the payment of the 
premium was August 3, and then added: “Tf 
it is inconvenient for you to pay the premium 
at this time, or if you are delaying payment for 
any other reason, we shall be glad to have you 
advise us immediately, as no doubt we shall be 
able to offer you some suggestion that will be 
of benefit to you.” The plaintiff replied on 
the bottom of the same letter, saying: “Gentle- 
men: Please let us give our note due Novem- 
ber T, 1920.” This letter reached the defendant 
on August 2, and the company, on’the same 
day, answered, in which it said that it could not 
accept a note for the entire premium, which was 
$135, but would accept $17 in cash and a note 
for $118, due October 3, and if the plaintiff 
desired to accept this suggestion, to send on 
the note at once, together with the check. The 
company further wrote in the same letter: “The 
days of grace expire on your policy August 3, 
and it is therefore necessary that you let us 
have this settlement promtply to avoid the lapse 
of your insurance.” The company enclosed in 
the letter a special form of note, which it asked 
the plaintiff to sign. This letter did not reach 
the plaintiff until August 6, and on August 7 
a check for $17 and the renewal note were 
mailed to the company. On August Io, the 
company acknowledged the receipt of the note 
and check, but stated that as the last day of 
grace had expired it would be necessary for 
the insured to furnish a personal health cer- 
tificate before the policy would be reinstated. 
The insured died on August 11, but he had made 
no complaint on August 7 and he was appa- 
rently well and in good health on that day. At 
the close of the evidence the trial court directed 
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RITISH AMERICA ASSURANCE CoO. 
TORONTO, CANADA 


INCORPORATED 1883 


FIRE, EXPLOSION, KIOTs, CTVIL COMMOTIONS 
AND STRIKES 
UNITED STATES BRANCH 
January 1, 1922 


ES SOLE OTT eT $2,256,915 
Nn aaa ais aio fel la circle a 1,601, 036 
Oe iiaat 6 unedin eauthinly we ~ $655, 879 


W. B. MEIKLE. President and General Manager. 














NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK Ba DELA HUNT, 
al Agent 
726 Racine (mange Milwaukee, Wis. 


W. &. RAY, Special Agent 
Terre Haute, Ind. 


C. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Minn. 








EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster i is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


**Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


| 


Insurance to November 1, 1922, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 


























UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIILLIAM STSEET 
New: York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 











(general ccident 


FIRE AND LIFE 


“Oh. ASSURANCE CORPORATION. Ltd. 


— RICHA2DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 

















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, .. ‘ $2,840,571 
Surplus to Policyholders, $4,090,571 





WESTERN DEPARTMENT 
NEAL BASSETT, V,P, and Mgr. 
W. T. BASSETT, Ase’t Manager 
CHICAGO, ILL. 


EASTERN DEPARTMENT 
D. H. DUNHAM, President 











Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,592.997.95 


12.21'3,010.92 


42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 


GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


Western Department 
WALTER H. SAGE, Gen’! Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, IIl. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Marine Department 


WM.H.McGEE & CO., Gen’! Agts 
15 William Street, New York City 
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, verdict for the defendant. The Supreme 
Court, however, reversed the judgment and 
eld that the question of whether or not the 
defendant had waived the payment of the pre- 
m under the circumstances was one which 








nt 


ty 








mit : 
sould have been submitted to the jury. Paul 
» Reliance Life Ins, Co., —-— N. C. ——-}; 


10 S. E. 847. 

In the last mentioned case the court cited 
and followed the case of Murphy v. Insurance 
(0, 167 N. C., 334; 83 S. E. 461, wherein it 
ys said: “This provision as to forfeiture, be- 
ig inserted for the benefit of the company, 
may be waived by it, and such a waiver will 
te considered established and a forfeiture pre- 
vented whenever it is shown, as indicated, that 
there has been a valid agreement to postpone 
payment or that the company has so far rec- 
omized an agreement to that effect or other- 
vise acted in reference to the matter as to in- 
duce the policyholder, in the exercise of reason- 
able business prudence, to believe that prompt 
payment is not expected and that the forfeiture 
on that account will not be insisted on.” 


Automobile Insurance 

Theft; disappearance of car and discov- 
ey shortly thereafter in damaged condition; 
evidence which may be sufficient to prove 
theft, 

The owner of the car in this case, who held 
atheft policy, loaned the car to a man named 
Clark, and Clark drove the car to his own 
home and left it standing in front of his house 
on a street in which there was considerable 
grade. He testified that he carefully parked 
the car by turning the front wheels at an angle 
tothe curb, set the emergency brake and locked 
the transmission. The evidence was that the 
emergency brake was in perfect condition. 
About twenty minutes thereafter Clark went 
outside, and the car was gone. Following the 
tracks made by the car, they found it at a con- 
siderable distance down the hill, where it had 
cllided with a house. There was evidence 
of witnesses living in adjoining houses to the 
eect that they had noted some one besides 
Clark in the car not long after it was parked 
in front of Clark’s house, and they saw the 
tar move away, but they could not identify the 
person in the car any further than to say it 
was not Clark. The car was damaged by 
reason of the collision, and it was held that the 
evidence was sufficient to show that the car had 
been stolen and that the insurance company was 
liable for the injury which was done while it 
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NEW YORK SURVEYS 


How Losses Are Running.—For the first 
seven months in 1922 the work of the commit- 
tee on losses and adjustments shows increased 
losses slightly over $15,000,000 as compared 
with approximately $12,000,000 for 1921, while 
adjusted losses in round numbers show $11,- 
250,000 as compared with $0,400,000 for 1921. 
These are the New York figures. 

Allowances Withdrawn.—Bulletin No. 1808 
of the Sprinkler Department of the New York 
allowances 


Exchange shows 


While the grading was 


Fire Insurance 
withdrawn in six cases. 
not high in any case, nevertheless it is the 
wrong way for any sprinkler equipment to go. 

The Final Judgment.—The judg- 
ment of a fire insurance policy, both of the in- 


final 


sured and the insurer, is the loss settlement. It 
is rather discouraging, therefore, to find so many 
of the loss committee’s reports ending with 
the statement that they consider the case in 
question a doubtful one, and even allowing the 
claim to represent an honest opinion it was ex- 
cessive and the fire not explained in a satis- 
factory manner. 

The Local Chapter of the N. F. P. A.— 
A fully attended meeting of the officers, execu- 
tive committee and a special committee on Fire 
Prevention Week was held on Thursday, the 
24th instant, at the Drug & Chemical Club. It 
was a round table discussion, the idea being to 
develop different thoughts for the committee to 
consider. The committee will meet at the same 
place to-day, and, meanwhile, will have looked 
the The 
thought developed undoubtedly was that it was 
more profitable for the local chapter to con- 
centrate on some one thing rather than to at- 
tempt many things and not carry out any one 
of them. 

A Use and Occupancy Loss.—A loss of 
this kind which doubled the insurance loss be- 
cause it was equal to the property loss is thus 
reported. At 2:50 A. M. a watchman in passing 
through the building smelled smoke, and on in- 


into various ideas presented. best 








was in the hands of the thief. Price v. Royal 
Co., ——— Wash. ———-; 204 Pac., 





Insurance 
803. 


vestigation it was found that there was a fire in 
the basement, which was not equipped with 
automatic sprinklers. The mill whistle was 
blown summoning the fire brigade, whose mem- 
bers live nearby, and the fire brigade had one 
stream on the fire before the public department 
Other lines were quickly laid and the 
fought from all sides, but was 
extremely difficult to subdue because the base- 
ment was inaccessible, and on account of the 
extremely heavy pungent smoke, and the fire 
brigade and the public department deserve 
great credit for handling it as well as they did. 
The floor was finally burned through and the 
weight of the machinery carried the entire floor 
into the basement. The fire was finally 
extinguished by the use of nine large hose 
streams, and by the water from fifteen Grinnell 
automatic sprinklers, located in the roof of the 
building. When the building is repaired, this 
basement, also one in the adjoining building, 
will be equipped with sprinklers. The cause of 
the fire is unknown. The fire loss is estimated 
to be from $10,000 to $12,000, and the use and 
occupancy loss from $8000 to $10,000. 
Sprinkler Fire Report.—Bulletins No. 1807 
and 1809 lists twenty-nine fires in sprinklered 
the results are set forth as follows: 
Damage slight, 11; damage moderate, 12; dam- 
age considerable, 3; damage none, 3. 
Approaching the Fifty Million—The last 
Census Bureau Report for the week ending 
August 10, which includes among other things 
the report of the industrial insurance com- 
panies, shows that for the week ending August 
19, 1922, there were in force 49,817,308 policies, 
with the exceedingly low death rate of 7.8. 


NEW JERSEY ITEMS 

Suburban Mortgages.—During the.present 
month upwards of $300,000 has been loaned by 
the Franklin Society for Home Building and 
Savings upon dwelling properties, located 
chiefly in Ridgefield Park, Bogota, Dumont, 
Cliffside Park, etc. The fire insurance upon 
these structures was handled by the Hitchcock 
Agency, Hackensack. 

Rain Coverage.—The season for firemen’s 
carnivals, fairs, dances and other outdoor affairs 
is now at its height. Public liability insurance 


arrived. 


fire was 


risks: 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 





CEDAR RAPIDS ,IOWA 
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SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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THOS. H. ANDERSON, 
CHARLES A. NOTTINGHAM, 
ROBT. H. WILLIAMS, Assistant Managers. 
CHARLES L. PURDIN, 

NEW ENGLAND STATES, NEW YORK, 
NEW JERSEY, PENNSYLVANIA, 
MARYLAND, DELAWARE, 
DISTRICT OF COLUMBIA, 
\ VIRGINIA, WEST VIRGINIA, 
NORTH CAROLINA, 
SOUTH CAROLINA. 


} Managers. 


org 
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H. M. FENTON, Manager 
HARRY W. STEPHENSON 
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PHILADELPHIA OFFICE 


FIRE AUTOMOBILE 
TORNADO SPRINKLER LEAKAGE 
EXPLOSION USE AND OCCUPANCY 
POSTAL PROFITS TRANSPORTATION 

COMMISSIONS 
STRIKE, RIOT AND CIVIL COMMOTION 





ESTABLISHED 1836 ; ENTERED U. S.1848 


The statement of the condition of the Unit . 
ed States Branch on the 1 2 in: . 
the State of New York, is as follows: st of January, 1922, in accordance with the laws of 





— i a ago ig aR gs MG AER IR Oa WS aw ee cre Cea $19,350,754.26 
PENT F440 oe eee er er eRe Ky SOR ORE massa Me" Lagn eed CAR Rune 13,684,033 33 
eee seat i wie aie ela wes de paca a ieee Meakoa ale ca are arene a eae $5,666,720.93 
As n of the Company’s practice in maintaining its Assets in the United States in a year of excessive loss th 
| ) A; ‘ ssive loss the 
following figures may interest policyholders : Assets at January 1 Income Expenditure 
1906 (San Francisco Fire)............... .-. $12,234,948 $8,144,207 $9,888,323 
; BE PURER WSs Ed 0G RPE ew ed ewe cde wew ak Se ktleeiew- an aas 
Thus showing Excess or EXPENDITURE Of .......00000 000000 cececee cece ce, $1,744,116 


And Increase oF Assets in the same a ee 101,013 
i ee ee ee eee Sn ee ee ee Roe ’ 


Procress of the United States Branch: Net Prem} 848 : 
$2,422,126; 1888, $3,928,010: : emiums —1848, $4,519; 1858, $471,988; 1868, $1,739,620; 1878 
se ae $3,928,010; 1808, $4,979,422; 1908, $7,427,618; 1918, $11,618,840.85; 1920, $14,297,399.23; 1921 
Losses—The amount paid in satisfaction of fire losses in the United States to the beginning of the present year exceeds 


$182,000,000. This large sum, in conjunction with the i i i 
,000,00 ( y growth of the Company’s business, t ublic 
and the faithfulness with which the Company’s losses are adjusted mer settled. cialis 
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—— 
and protection a rainst loss from rain are much 
in demand. Events of this character to be held 
in Maywood and Bogota have been covered in 
he Hartiord Accident and Indemnity Com- 
pally through the agency of Robert A. Sibbald. 


Building Construction. In five municipali- 
ties of Bergen county, since January I, nearly 
four hundred houses have been built or are now 
1 


nearly completed. 


BOSTON AND VICINITY 

Boston Fire Commissioner.—Theodore A. 
Glynn has been approved by the State Civil 
Service Commission as fire commissioner of 
the City of Boston. He will assume his new 
duties at once. Mr. Glynn has been the Boston 
representative of a large packing house. He 
was active in Mayor Curley’s campaign and is 
a personal friend of the Mayor. The salary 
incident to the recognition is $7500 a year. 
New Fire Station—Mayor Curley 
soned the contract for a new fire station for 
Engine No. 7 on East street. This will be fully 
equipped and will cost $34,900. The plans were 
drawn by James T. Ball, architect, engineer of 
the department. 


has 


The contract calls for completion of the 
building within The insurance in- 
terests are glad to see this indication that Boston 


is to take better care of her firefighters. 


five months. 


NO RATE REDUCTION 


Indianapolis Not Yet Entitled to One, 
Says E. R. Townsend 


REDUCTION PREDICTED LATER 


Fire-Fighting Equipment Now Held to Be 
First Class 

Aug. 29.—Although ad- 

mitting that Indianapolis has made great prog- 


INDIANAPOLIS, IND., 
ress in fire fighting and prevention since 19109, 
lower fire insurance rates cannot be expected at 
R. Townsend of Chicago, 
engineer for the National Fire Un- 
derwriters, asserted at a conference with city 


the present time, E. 
Board of 


officials and representatives of the Indianapolis 
Water Company. 
that he believed the improved conditions here 


Mr. Townsend said, however, 


would be reflected in lower rates in time. 
have for 
seeking lower rates in fire insurance. By 
lowing recommendations of the 


been 
fol- 
underwriters 
they have provided the city with one of the 
most efficient fire departments in the country. 


City officials several years 


In classification, officials say, this city stands 


only behind two small towns in the New Eng- 





land States, where natural water protection is 
such that the dangers of fire are reduced almost 
to a minimum. 

Mr. Townsend told the Indianapolis officials 
that fire-fighting methods in the are in 
accordance with the highest class of engineering 


city 


practice and that they meet the requirements of 
the underwriters in every way. Fire Chief 
John J. O’Brien was complimented on the work 
prevention, which Mr. Townsend said 
had shown the best results of any city he has 


of fire 
visited. He praised also the co-operation be- 
tween the water company and the fire depart- 
ment. 


Massachusetts Mutual Life Convention 

The thirtieth annual convention of the Agents 
Association of the Massachusetts Mutual Life 
Insurance Company of Springfield was recently 
held office. New officers were 
elected as follows: President, W. H. Hack- 
elman, Indianapolis; first vice-president, Charles 

Scott, Kansas City; second vice-president, 
M. H. Evans, Cleveland; secretary-treasurer, 
J. Putnam Stevens, Portland, Me. Numerous 
live topics were discussed, interesting addresses 
were made, and an entertaining recreation pro- 
gram was carried out. 


at the home 
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NAME AND LOCATION OF CO. Cash 
Hampton Roads Fire and Marine Expanding ; Life Cash Capital Assets Net Surplus Premiums Claims Paid 
21 a mela The H Pete Tie, COM a ora oto cate wcaisere ms eae $5,000,000 $197,514,884 $18,616,486 ........ — ceeccces 
Jackson, Miss., August 29.—The ampton Aitamtie. Eee. Video: oe. c coo ones lene 200,000 9,450,806 365,020 $1,155,415 $207,893 
“Ss es eas a Fe Columbian Nz tions il a ife, Mass........ 1,000,000 23,345,112 500, 131 1,836,595 713,741 
> Me a: ond, ? -olu ,836, ; 
Roads Fire ind Marine of Richm nd Va., Bowitahie Life, NeW. . siscececccks ccs 100,000 663. 192,97 4 101,352,834 *56,859,063 26,921,948 
which recently entered Mississippi under the Guaranty Mutual Life and H., Ga...... 25,000 53,404 4,654 103,755 45,300 
ae Mrs. B ie Street Cob 1 Guasdian, Eife, Ne Vic ccc cecccccecces 200,000 42,000,395  jScscenea § Sanecewe. somawaares 
management ot Mrs. Bessie street Coburn, has Interstate Life and Accident, Tenn... 150,000 334,610 45,960 330,271 136.116 
Sj ‘ -atv Wi he Mississippi Fire of Life Ins. Co. of Virginia, . Seale 1,500,000 30,456,446 2,009,663 3,819,453 864,950 
signed a tre at} with the - PP: a National Life and ay So 600,000 7,670,607 836,320 9,073,054 2,217,517 
Jackson, and is placing a portion of its Missis- National Life of U. A. i) eae 500,000 22,307,703 886,038 1,651,971 659,265 
ee er a i nae North Carolina ies il, N Gaveacanace:  isemeraes 1,686,673 118,079 738,637 254,519 
sippl excess with the latter company. Peoples Health and Life, ‘Ga Pacer kscaa: mater 7,516 3,517 16,390 6,736 
Simultaneously with this announcement comes Travelers Insurance Co., Conn........ 7,900,000 233,493,024 12,039,555 40,387,984 15,288,669 
another of general interest in Mississippi, Miscellaneous 
namely, that the Mississippi Fire has entered Columbia Casualty, N. Y..........--. 800,060 3,506,721 dae: 1,575,288 

S 2 eee es Metropolitan Casualty, N. Y.......... 200,000 1,457,692 450,891 621,438 
the States of \ irginia and Maryland, and National Surety Co., N. Y........000. 5,000,000 26,361,434 6,087,081 76,707,860 94: 

j ave 2p tone 2s = P Ocean Accident and Guar. Corp., Nz Y¥.. 750,000 ‘ 668,558 6,653,810 4. 097. "128 
treaties have been signed with the Hampton Preferred Accident, NON acer a oa 700,000 7,928,942 1,000,000 2.742718 1,010,661 
Roads, so that the Mississippi Fire in those Travelers Indemnity Ce i 1,500,000 9,990,051 1,888,699 3,791,779 1,573,421 
States will be allied with the Hampton Roads. Fire 

The Mississippi Fire was organized in American Automobile, a SE Op Core 300,006 bonny —— py 
ee (ral Mic. Wistual, ORO... .cececes  iccsecns 1,125,18 88g, 76,480 
1921, and beg xan operations May I, 1921. L ntil ee Mutual | ite, MEA sacicet en ahta ed 171,139 391,287 143,368 
ace iSSISSINNI , Wiseuts Fee IN Bo cnice ce dece mates 2,000,000 4,721,409 4,089,090 2,720,713 
the present time, it has covered Mississippi only. oe Ae ee a eS posaper 2°360°371 5 809°061 pie ho 
Under the original management of the company, North River Ins. Co., N. Y......-.. . 2,000,000 1.903.515 2 840,852 1919. a 
; . : : Northwestern Mutual Fire Assn., Wash ~~ .......... :03 423,756 : 4 490 
it operated multiple agencies throughout the Dinas. Milesianabbae PaO ee 1.468.659 803.476 : 
State, practically every + ;e j iSSiS- Savannah Fire Ins. Co., Ga.......-ce0s 200,600 495.642 95,956 
ey practically iia: local agent ” Missis Standard Fire, Conn. ‘aie te ee ee 500,000 1,609,786 369.404 243806 
sippi having been commissioned as a represen- Texas State Mutual, Texase.ccccccecec dc ewnccns 222,653 88,680 51,107 
tative. * All premiums, instead of cash premiums. 7 Premiums written, 
SS Ce a) CS a), Co) a), a) a) a) ) a 2 . 
St ; "4 
B B ° B y ! a, Fire Automobile fy 
etter Business Beckons You! EE 






It’s just around the corner. Be prepared to get your share. 63 
years of fair dealing. 53 millions in losses paid. Excellent 
service and facilities make National Liberty policies easy to sell. 














Rentand Rental Values H 


Explosion and Riot 














i Agents wanted in open territory. Apply today. Use and Occupancy i 
NATIONAL LIBERTY INSURANCE CO. Sprinkler Leakage 
at Cash Capital. ......... $1,000,000 
Policyholders’ Segien 3,785,733 OF AMERICA Tourist Bagzage 
Premium Reserve . 6,553,104 M. J. Averbeck, Chairman H. Coates, President é 
ji 11,923,145 Home Office, 709 Sixth Avenue, New York City Marine 








Western Dept., 207 North Michigan Blvd., Chicago 
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OUR RECORD 


INSURANCE ISSUED AND IN FORCE 
Started Business December 1, 1920 


NUMBER AMOUNT 
March 31, 1921 473 $1,319,650 


June 30, 1921 1,058 2,894,450 
December 31, 1921 2,321 5,164,857 


June 30, 1922 3,232 7,471,143 


This is an unparalleled achievement in the annals of Texas Insurance Records. 


With admitted assets, in approved investments, on December 31, 1921, of $567,218.91, no 
safer, surer nor better life insurance policy can be had than an old-line, legal-reserve contract with 
the UNITED FIDELITY. 


UNITED FIDELITY LIFE INSURANCE CO. 
DALLAS, TEXAS. 
Agency Contracts Available in Texas 

















JUST PUBLISHED 


AGENTS AND BROKERS! ADD TO YOUR INCOME 
| LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


By EDWARD C. LUNT 


A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 


Preliminary and General Topics Judicial Bonds 

The air ager pr may of — Risks from the Stand= Contract Bonds 
point of the Principa Deposit Bond 

Underwriting of Fidelity Bonds from the Stand- ts ar nee vom 
point of the Obligee : 

Special Classes of Fidelity Bonds act ny ll amaaaaa Security 

Position Fidelity Bonds rOnIDITIO 3 

Special Fidelity Bond Topics License and Permit Bonds 

Bankers’ Blanket Bonds Special Classes of Surety Bonds 

Public Official Bonds—General Considerations Automobile-Conversion Bonds ; 

Public Official Bonds—Certain Important Species A Diffident Word to Home Office Executives 
of the Genus Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


Anappendix contains a Tabular Index which is described as “First Aid to Agents,” and which, with notes, occupies 12 pages. It lists about all the important kinds 
of bonds that commonly come up in the day’s work, shows the classification of each, lists the page of the General Manual where it is treated and the section of 
this book where it is dealt with, and refers to notes giving general underwriting information about particular bonds. 


Surety Bonds contains 370 pages of information which will be found of great service by surety underwriters, agents and brokers. 


Price per Copy, $2.50, delivered. Discounts in Quantities 


THE SPECTATOR COMPANY 
SELLING AGENTS 
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BARDWELL, President 
JOHN C. EULTZ, Vice-President 
‘WM. SCHROEDER, Vice-President 
F. E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. Secretary 
CHAS. DAVIS, Asst. Gen. Mgr. 
ASM. DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 


Statement June 30, 1921 





ASSETS 

Mortgage Loans......... $64,000 00 
OG asrs <c oisiesie slows isan 681,621.91 
PRs ota halort weiel hentia ciaters 59,595.00 
Cash. . eases te 13,944.40 
Agents Balances. ee 168,024.49 
Interest Accrued . . : 18,342.11 

Market Value Bonds over 

Book Value (Insurance 

Commissioner’s Valua- 
NHS ew ci oters acetates wiererre _11,779.60 
~$1,017,307.51 

LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 
Unadjusted Losses....... 103,628.86 
Accounts Payable. . 57,646.71 


Capital Stock. $200,000. 00 
Net Surplus... 229,713.5 


Surplus to Policyholders. . ” 420,713.95 
“$1,017,307.51 

Results Since January I, 1921 
Increase in Assets... .. $80,914.56 
Increase in Reserve...... ; 94,963.25 
Decrease in Surplus...... 15,071.02 








“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 


Surplus to Policy 
Holders....... 1,450,401 


Assets........... 3,509,765 











FILE STATEMENTS 
Semi-Annual Showing of Mississippi 
Companies 
Jackson, Miss., Aug. 29.—Semi-annual state- 
ments have keen filed with the Mississippi In- 
surance Department by the Merchants Union 
Fire Insurance Company and the Mississippi 
Fire at Jackson. The Bankers and Merchants 
filed its statement several days ago, leaving only 
the Columbus Insurance and Mortgage of the 

local companies to make a return. 

The Merchants Union reported its taxable 
earnings as $69,560.91, with its excess placed in 
the following companies: Preferred 
Hawkeye Securities, Palmetto, Equitable, Fidel- 
ity Union, Omaha ‘Liberty, Twenty- 
one thousand one hundred and thirty dollars in 
reinsurance premiums on business placed with 
the Republic was deducted on the statement 
filed, the Republic having withdrawn from the 
office of the Merchants Union as of July Io. 

The Mississippi Fire reported $233,624.32 in 
premiums subject to taxation, but protested 
payment of taxes, the following having been 
written on the margin of the statement: “This 
statement filed for information of Insurance 
Department. Liability for taxes respectfully 
denied, except fire marshal tax.” 

The Mississippi Fire’s excess, according to 
the statement, is placed in the following compa- 
nies: Old Bay State, Security Mutual, Atlan- 
tic Mutual (Savannah, Ga.), Atlantic Hardware 
Dealers Mutual, Hardware Dealers Mutual, 
Ohio Valley Fire and Marine, Standard Amer- 
ican, Penn Mutual, Atlantic Mutual (Phila- 
delphia, Pa.). 

In connection with the protest of the Missis- 
sippi Fire, it will be recalled that some time 
ago Stokes V. Robertson, the Mississippi rev- 
enue agent, filed suits in circuit court of Hinds 
county against the local companies for taxes 
claimed to be due on 1921 business. The suits 
are made returnable at the fall term of civil 
court, which will convene at Jackson in Septem- 
ber, but none of the companies involved in this 
litigation have as yet filed their answers to Mr. 
Robertson’s complaint. 

W. Calvin Wells, general counsel for the 
Mississippi Fire, in speaking of the matter for 
that company several months ago, stated that 
the company expected to contest the suit. Mr. 
Wells said that the Mississippi Fire was not 
attempting to escape just taxation, but that its 
construction of the law differed from Mr. 
Robertson’s, and that the company felt that it 
would be but just and fair to have the contro- 
versy settled by the courts. Naturally, an ap- 
peal will be taken to the Supreme Court regard- 
less of the decision in the lower court. The 
hearing will be before a jury in the lower court. 


Risk, 


Republic. 


Volunteer Firemen Entitled to Compensation 

Satt LAKE City, Uran, Aug. 29.—According 
to an opinion handed down by the attorney 
general’s department of the State, volunteer fire 
fighters injured in the course of their duties 
are entitled to the benefits provided by the 
workmen’s compensation act. The opinion was 
sought by a member of the Industrial Com- 


mission. 
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MAY REORGANIZE 
Guardian Fire of Utah Plans Expansion 

Sart LAKE City, Aug. 28.—It is probable 
that the Guardian Fire Insurance Company will 
be sold or reorganized, according to Secretary 
Cox. The company severed its connection with 
the Agency Company in June of last year, and 
since that time has been engaged in closing out 
its Eastern and Southern agencies, with a view 
to developing the home territory, which under 
the old management has been neglected. The 
company recently submitted to a convention ex- 
amination, but it appears that the examiners 
are awaiting the next move of the directors be- 
fore submitting a final report. 

Mr. Cox, when asked if there was any prob- 
ability of the company having to liquidate, de- 
clared that such a course was quite unnecessary, 
but said it was deemed advisable to acquire 
strong connection for future operation, if the 
business is not bought by some other company. 
Its present territory includes Utah, Idaho, 
Colorado and California. 


New Orleans Company Organizing 

Jackson, Miss., August 28—Announcement 
is made in New Orleans of the organization of 
the Mississippi Valley Fire and Marine Insur- 
ance Company, which company will be domiciled 
in that city, with a capital of $1,000,000 and 
surplus of like amount. The president of the 
company is William M. Railly, vice-president 
of the Leblanc and Railly, general agents in 
Louisiana and Mississippi, Globe and Rutgers. 
The company will be promoted with a small ex- 
pense for advertising, printing, stationery, post- 
age and traveling and no commissions will be 
paid to stock salesmen. 

The par value of each share of stock is $100, 
and the stock will be offered to merchants, 
manufacturers, bankers and fire insurance 
agents in Louisiana and Mississippi, in which 
two States the new company proposes to 
operate. 

Leblanc and Railly will be managing under- 
writers for the Mississippi Valley Fire and 
Marine, and the company will operate in Louis- 
jana and Mississippi. 


Intermediate Course in Fire Insurance 

The intermediate course of the Insurance In- 
stitute of America, given under the auspices 
of the Insurance Society of New York, com- 
mences on Tuesday, November 14, 1922. Speak- 
ers and subjects are as follows: 

History and elementary principles of fire in- 
surance rating, Edward R. Hardy, New York 
Fire Insurance Exchange; fire insurance con- 
tract, forms and clauses, A. G. Whitelaw, com- 
mercial Union; fire protection: public and pri- 
vate, George W. Booth and Associates, Na- 
tional Board of Fire Underwriters; electrical 
fire hazards, J. C. Forsyth, New York Board 
of Fire Underwriters; metal industries, F. A. 
Gantert, North British and Mercantile; paint, 
color and varnish factories, J. D. Waite, United 
States Fire Insurance Company; drafting: fire 
insurance plans, E. H. Seaman, A. M. Best 
Company, Inc.; correspondence, E. J. Kilduff, 
School of Commerce, New York University. 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 


A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 


The Art of Insurance Salesmanship 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) 

This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














Amicable Activity 


Throughout the entire organization of The Ami- 
cable, a spirit of activity is continually manifest. 
The home office organization is always on the 
alert for any suggestion that will increase the range 
of activity of the agent. Everything in the way 
of suggestion, cooperation and sales help that goes 
out to the agents is thoroughly tested and proven 
to be of value. The agent is not burdened with 
a mass of correspondence that has no effect upon 
the increasing of his selling capacity. 


The agents, on the other hand, realize that their 
company is striving to give them all the assistance 
it can and their response is immediate. It will 
pay you to consider the Amicable Life. 





AMICABLE LIFE BLDG. 


AMICABLE LIFE 
INSURANCE CO. 


WACO, TEXAS 
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BUILDING COSTS 





aw Edition of New Building Esti- 
™ ae Handbook 





ESSENTIAL WORK FOR ADJUSTERS 





Contains Over 1000 Pages of Valuable In- 
formation, Tables and Illustrations 

The new 1922 edition of the New Building 
Estimators’ Handbook, by William Arthur, has 
heen issued and should be in the possession of 
every person having to do with the adjustment 
of fre and tornado losses. This edition has 
heen entirely revised, reset and enlarged, and 
contains a vast amount of information which it 
is necessary for fire insurance companies and 
adjusters to have at hand. The book contains 
thirty chapters, and each chapter embraces many 
sub-headings, and numerous illustrations and 
tables are interspersed through the book. 

The chapter titles are as follows: Measure- 
ments of Building Work; The Quantity System 
of Measuring; Speed and How Affected by 
(1) Climate, (2) Hand vs. Machine Labor; 
Excavation and Filling; Piling and Underpin- 
ning; Concrete Work; Reinforced Concrete ; 
Stone, Gravel, Marble and Terra Cotta; Brick- 
work; Cement Stone; Structural Iron and 
Steel: Tile and Gypsum Fireproofing; Steel 
Sash and Steel Building; Plaster; Carpenter 
and Joiner Work; Millwork; Glass; Roofing ; 
Sheet Metal Work; Hardware; Painting; 
Plumbing and Gas Fitting; Heating; Electric 
and Conduit Work; Tiling; Asbestos Materials; 
Dairy Barns; Silos and Tanks; Municipal 
Work; Weights and Measures. 

For the convenience of users, there is a 
copious index occupying some twenty pages. 

This book will enable an adjuster or agent 
adjusting a building loss to closely estimate the 
replacement cost of any class of building work 
and material, and thus arrive at an approximate 
idea of the actual loss sustained. As the New 
Building Estimators’ Handbook is regarded as 
a standard work for use by estimators and con- 
tractors, figures based upon data in this book 
will be found reliable and are likely to be ac- 
cepted by loss claimants. This valuable refer- 
ence work is handsomely bound aid sells at $6 
per copy. Orders will be filled by The Spec- 
tator Company, sole selling agents for the insur- 
ance world, New York. 





W. E. Tuttle Endorsed 

Trenton, N. J., August 28.—Melvin A. Rice, 
president of the State Board of Education, to- 
day came out with a strong endorsement of the 
candidacy of State Banking and Insurance Com- 
missioner William E. Tuttle, Jr., of Union 
county, who is in the field for the independent 
Democratic nomination for Governor. Rice 


‘ays he has enlisted under the Mr. Tuttle ban- 


ter and urges his fellow Democrats in Mon- 
mouth county, where he lives, to do the same. 
le refers to Mr. Tuttle’s training in national 
State affairs, emphasizes the Commission- 
business experience and declares his name 
Presents “a great opportunity to pick a winning 


"Democratic candidate,” 


Superintendent Travis Indignant 

Frank L. Travis, Superintendent of Insurance 
for Kansas and chairman of the American Con- 
ference of Supervising Insurance officials, which 
attracted a great deal of attention at its first 
meeting held a few weeks ago, is not pleased 
with the criticism which the conference aroused 
in the insurance press. Mr. Travis does not at- 
tempt to conceal his indignation under a bushel 
and in a nine-page typewritten statement to 
THE Spectator sets forth his views, which, 
owing to lack of space, cannot be given in 
this issue. 


Texas Would Tax Unadmitted Companies 
Austin, TEx., August 29.—Imposition of a 
tax on non-admitted insurance companies that 
are doing business through brokers not author- 
ized nor licensed in Texas is proposed in a 
bill prepared by Deputy Insurance Commis- 
sioner John M. Scott and which he will have in- 


troduced at the regular session of the Texas 





legislature, which convenes next January. The 
bill fixes the tax rate at 1 per cent on the face 
value of all policies or contracts sold or issued. 


Osborn & Co. New Name 
Osborn, Slosson & Smyth has announced that 
it will discontinue operating under this name 
and will after September 1 be known as Osborn 
& Co. 


George Harrington’s Resignation 
George Harrington, whose resignation was 
announced recently in THe SPECTATOR, was in- 
correctly referred to as vice-president of the 
National Liberty. Mr. Harrington was assistant 
secretary. 


Caledonian’s Plans 
It is reported that the Caledonian Insurance 
Company has leased the fourth floor of the 
Factory Insurance Association at Hartford 


for its new home. 
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“Another company? Ye gods, 
33 


Yes. That is the story in a good we 
sented. And you probably have } 


And yet yous 


And we may just happen to want an agent in 
the very fown where your friend is located. 
So why hot commit an act of unadulterated 
friendship toward that friend of yours and 
the Fiyeman’s Fund? 

The thore you encourage those companies 
that Eo-operate with you, the more strongly 
you will fortify your own position. 

You know where the Fireman’s Fund stands. 
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y cases. And there are 

#an’s Fund isn’t well repre- 
ever heard of the Fireman’s 

so seldom does it occur. 

y have a friend in the busi- 

ts —not “‘another company” 
man’s-Fund. 

























PLEASE CLIP OFF AND MAIL TO THE NEAREST OF 
THE FOLLOWING OFFICES OF THE 


FIREMAN’S FUND INSURANCE COMPANY 


San Francisco, 401 CaliforniaSe. ATLANTA, Hurt Bldg. 
Boston, 70 Kilby St. Dattas,Texas, American Exchange Bldg. 
Cuicaco, 76 West.MonroeSt. Des Mornes, Iowa, Central Life Bldg. 


I SUGGEST YOU HAVE A SPECIAL AGENT GET IN TOUCH WITH 


Name. 





Address 
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Ever See A 
Blind Man 
Play Pool? 


He makes a lot of commotion sometimes but nothing 
‘“‘drops’’. So it is with the life insurance salesman who 
lacks expanding vision in his work. 

a é 





He is led away from all haphazard methods when he 
links up with The Lincoln Life. 


Agents know what to expect from Lincoln Life Service. 
It is with them every day. It sees to it that they are 
never ‘‘stumped’’ on a sales problem. It issues policies 
on practically all applications sent in and sends them 
back ready for delivery in record breaking time. 


No agent works ‘‘blind’’ after he has the foresight to 


(Cink uP (Jwirs Tue (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $220,000,000 in Force 














( SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 





——.., 
——; 


Insurance in Force 


| Over $66,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
< Hai Vice President & Treas, 
a imie|: LAWRENCE M. CATHLES, 
une Ms Vice President & Actuary 
P. N. THEVENET, Secretary 





































1851 1922 


Berkshire Life Insurance 
Company | 


Pittsfield, 3 Mass. 


Durinc this long span of years 
the Company has maintained a high 
reputation for fair and honorable 


dealing with policyholders and agents. 


WINFIELD S. WELD, 
Supt, of Agencies 


WILLIAM D. WYMAN, 
President 








We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 
vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 




















A VALUABLE NEW BOOK 


MARINE INSURANCE 
By Solomon S. Huebner, 


Professor of Insurance and Commerce, Univer= 
sity of Pennsylvania. 


This clearly written and comprehensive work 
treats of 
PRINCIPLES AND PRACTICES IN MARINE 
INSURANCE AND ITS FUNCTIONS; TYPES 
OF UNDE RWRITERS AND POLICIES; AN- 
ALYSIS OF CONTRACTS AND PERILS 
COVERED; AVERAGE; LOSSES: 
CARGO AND FREIGHT INSUR= 
ANCE, ETC.—WITH FORMS 


PRICE, $3.00 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
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Casualty, Surety, Etc. 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
| ee 1,000,000.00 
Surplus........+. 554,375.00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


——-_ 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 





Maryland Casualty’s Training School 

The Maryland Casualty Company, of Balti- 
more, is perfecting plans for the establishment 
of a training school which will be conducted 
at the home office. The principles of the surety 
and casualty business and business development 
methods will be taught. 

The purposes of this school will be: (a) To 
prepare general and sub-agents and those em- 
ployed in their offices for the profitable develop- 
ment of business; (b) to afford home-office 
employees an opportunity to equip themselves 
for positions of greater responsibility; (c) to 
train special agents for their work in the field. 

The courses of instruction will cover in a 
non-technical, practical way the principles upon 
which the surety and casualty business is based, 
explaining how to apply those principles suc- 
cessfully ; coverage: qualifications of applicants ; 
bond and policy forms and terms; how rates 
are fixed; the adjustment of claims; opportuni- 
ties for profitable business; desirable prospects; 
best methods for developing desirable business 
in each line, etc. 


Writes Big Lines 

Jackson, Miss., August 29.—J. H. Wells, 
local agent at Jackson, captured one of the 
largest lines placed in that city during recent 
years when the Van Vleet Manfield Drug Com- 
pany, of Memphis, established a branch store 
at Jackson. Mr. Wells wrote not only all of 
the fire insurance, but the surety bonds, liability 
and coverage for elevators. Such covers as 
Mr. Wells could not handle through his own 
office he brokered with other local agents in 
Jackson. It was stated that the fire lines were 
divided among the Mississippi companies. 


New Honor for K. C. Atwood 

Kimball C. Atwood, president of the Pre- 
ferred Accident Insurance Company, has been 
elected to the board of directors of the Bank 
of America, New York. Mr. Atwood was a 
director of the Atlantic National Bank until 
it was recently consolidated with the Bank of 
America, merging two of the oldest banking 
institutions in New York and making the Bank 
of America’s total resources over $125,000,000. 


Allied Fire Will Liquidate 
It has been decided to place the Allied Fire 
of Pittsburgh in liquidation. 


Negligence of Hospital Authorities 

Satt Lake City, Utau., August 29.—A case 
of unusual interest to companies writing hos- 
pital liability has been decided by the Utah 
State Supreme Court and is one in which Mora 
Harbor Greenwood of Sevier county obtained a 
verdict for $3657 for personal injuries claimed 
to have followed negligence of the hospital 
authorities. The woman had engaged a special 
nurse and after being placed upon a bed follow- 
ing the operation her leg came into contact with 
a hot bottle before she regained consciousness 
and burned it badly. The lower court found for 
plaintiff, but the case was appealed on the ground 
that the patient had hired a special nurse who 
should have been held responsible for the acci- 
dent. Justice Weber, who wrote the decision 
of the supreme court, observed: 

“The appellants certainly owed their patient 
some care after the operation—the care of con- 
veying her to and furnishing her with a safe 
bed—a care which they had assumed even if it 
was not implied in their contract with re- 
spondent.” 


Frederic M. Nettleship Joins Federal Life 

Frederic M. Nettleship has entered the gen- 
eral insurance agency field. After considera- 
tion of various offers, he decided in favor of the 
Federal Union Life of Cincinnati, O., which has 
a splendid, progressive record under the experi- 
enced management of Frank M. Peters, presi- 
dent, and Carl G. Slough, secretary. 

The policy contracts of the Federal Union 
contain special features that appeal both to 
agents and policyholders. Believing that the 
best possible insurance contracts should be 
brought within reach of the average man, the 
Federal Union policies provide for payment of 
premiums in monthly instalments, a valuable 
privilege when it is not convenient to pay in the 
usual way. 


Opportunity for Fidelity and Surety Men 

Young men who have some experience in 
fidelity and surety business, in local or general 
agencies, and who are ambitious to become 
special traveling agents, may learn of an excel- 
lent opportunity by consulting the advertise- 
ment which appears in another column. 


—The National Board of Fire Underwriters has com- 
pleted its repert on the recent Arverne conflagration. 




















AMERICAN 
AUTOMOBILE 
INSURANCE COMPANY 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’’ 
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Public Accountant 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 


Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








PAUL L. WOOLSTON 
INSURANCE EXAMINER, 


MAJESTIC BLDG., DENVER, COL. 


ACTUARY AND ACCOUNTANT 


ee 


JAMES H. WASHBURN, F. A. I, A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropi 
Semi-Tropical Dineen iceland 


Cable Address: Gertract, New York 



















Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobiie-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 
Temporary money advanced on strictly private 

en 


arrangements. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 664 Masonic Temple, Chicago, Ill. 











FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa 








JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 











Actuarial 











FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, PF. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 
Complete Rate Books Formulated 


—_ 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg.. WACO, TEXAS 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 





— | 








ee 


GEORGE B. BUCK 
ACTUARY 






Specializing in Employees’ 
Benefit and Pension Funds 




















256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 







Colcord Bidg., OKLAHOMA CITY, OKLA, 

















F. M. SPEAKMAN, C. P, A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuataats 
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THE BOURSE PHILADELPHIA 

















ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
‘Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 














SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 

























A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’ 


10 So. La Salle St. Chicago, Ill. 








“20 Years’ Experience Backs Our Service” 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 3473 


CHICAGO 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 








NEW YORK 








Insurance Examiners and Adjusters 








—— 











NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 

With Twenty Years’ Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment departaxtt 
of American and foreign insurance companies, desires to adj iu 
losses, procure capital, and handle fire, marine, life, casualty 
surety matters on per case or per diem basis. 


Address A. L. CAMERON Box 10, Care, The Spectator 
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Cable Address: Lawbond—New York 
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insurance Examiners and- Adjusters 





Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on peat performances—We show 
results. Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 








———— 








Insurance Attorney 








——— 


Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. -Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
133 Fifth Ave., New York City 











T. B. MACAULAY ON WAR DEBTS 


| He Believes the Cancellation of Those Owing 


to the United States Is Just 

T. B. Macaulay, president of the Sun Life 
{ Montreal, feels deeply on the subject of war 
ikhts, and has addressed a communication to 
tis confreres in the United States bearing upon 
the conduct of the war, and its aftermath, and 
sting forth his views of the equities arising 
utof all the circumstances. 


et 
We insurance 


He says, in part: 
happily united by such 
‘rng bonds of co-operation and comradeship that I 
venture through the courtesy of the insurance press 
tvaddress you on a question in which I am much in- 
terested, Though not directly related to insurance, I 
‘ope you will in your friendship allow me a little 
latitude, as you do to speakers at your conventions. 
Thave in mind the Allied debts to your Government. 
You may suppose that after the recent announcement 
'y Earl Balfour there is little to be said, but on the 
contrary the of the question is steadily 
spreading and with increasing knowledge and interest. 
I suggest that we examine the facts judicially, apply- 
ng to them those principles which would govern an 
“imerican court in a similar case between individuals. 
The Allies and Canadians consider that they fought 
seh nations that did not desire a Kaiser-ruled world, 
* that the United States, therefore, had a stake in the 
ay even from its commencement. Had Germany 
sh she would have had control of all Europe, all 
Altea, and most of Asia. She would probably have 
ia an alliance with the rest of Asia. Her eyes 
ie already fixed covetously on South America, and 
a the vast resources then at her disposal, what 
— have cared for the Monroe Doctrine? The 
ates would have had to face the rest of 
do not press this point, however, 


men are 








discussion 


le do not suggest that the United States owes 
“’ytiing for the early years of the war. I begin with 


th 


te day she herself declared, April 6, 1917. 


Even if the United States had an interest from 
the beginning it does not follow that she should have 
Her 


issue. 


acted at once. people needed time to 


the 
membered. 


un- 


derstand Her distance must also be re- 
If a fire breaks out in the city block, the 
interest of the neighbors is in proportion to their dis- 
The adjoining are in 


greater danger than those a few doors removed. In 


tance. houses immediately 


this case the conflagration began in Central Europe, 
but at once spread to the adjoining houses, France and 
Russia. the United States there 
were other houses, Britain and the British Dominions, 
In the absence of a League of Nations to act as gen- 
eral fire brigade, each nation had to decide for itself 
whether it should join the firefighters, and if so, when. 
Being furthest removed the United States was naturally 
later in co-operating. By the time she did come in, 
the flames were raging in all the adjoining houses, 
and some had already collapsed. There was danger 
that they might make a clean sweep. * * * 

How did these debts arise? For a year after the 
entry of the United States the tension was at its 
height. Each nation had to utilize to the utmost every 
resource it possessed. The United States required time 
to raise, equip, train and transport her armies. Dur- 
ing that terrible year the Allies had to hold the enemy 
back with little assistance from her in man-power. 
France, the British Empire and Italy kept 6,500,000 
men in the field, and of these 1,000,000 were killed. 
The Allies could supply men, but were already bled 
white financially. The United States could not yet 
supply men, but had a piethora of wealth. Each con- 
tributed what it could—the the United 
States military supplies and food, or rather funds to 
purchase them. It was a time for action rather than 
for commissions to discuss mutual obligations, so tha 
the acknowledgments which the Allies 
form of notes. 


Between them and 


Allies men, 


gave took the 
These are the debts which the Allies 


are now asked to pay. * * * 
Had the American armies been then in France 
these munitions could have been used by them. 3e- 


cause they were not yet there, and these shells were 
fired by Allied troops against the common enemy, must 
they also be paid for by French and British taxpayers? 
Should not Americans rather rejoice that by these 
supplies they were able to take an effective part in 
the struggle? * * * 


Our next question is why did the United States ad- 


vance these sums? Reasonable self-interest is the 
basis of all business transactions, and, I think we 
will agree that it was also the prime motive actuating 


the various countries. * * It was a case of help- 
sens. <2 = o* 


between 


ing others—and one’s 


Let us imagine a _ case individuals. <A 
banker and a farmer own large adjoining farms. They 
put in a drainage ditch for their joint benefit. There 
was a great rock ledge to cut through, and the work 


was costly and dangerous. The farmer supplied and 


paid the large number of workmen required. The 
banker supplied money to purchase tools and blasting 
powder. The banker now demands payment of the 


Miscellaneous Insurance 








cost of the supplied, and allows the 
farmer no credit for the men he employed. Were not 
the services of the workmen as important as the tools 
The workmen needed tools, but tools 
were useless without workmen. What would any of 
you hard-headed business men say if you were that 
farmer? Would not a court hold that the parties were 
not ordinary debtor and creditor, but associates; that 
this was not an ordinary loan, but an advance to be 
expended in the work in which both were interested; 
and that if the farmer had expended more than the 
banker he had a complete offset and owed nothing? 

Even when the American troops did arrive in force 
and began to take their glorious part in bringing the 
war to a conclusion, they were still very deficient in 
artillery. In many cases they advanced under the pro- 
tection of a screen of shells from French or British 
artillery. This was ideal co-operation. It saved un- 
told thousands of American lives and brought victory. 
Yet much of this artillery and of those shells had 
been purchased in the United States, and their cost 
forms part of the so-called debt. * * * 

These views are held by many of your own most 
eminent citizens, including such an outstanding legal 
authority as Justice Clarke of the United States 
Supreme Court. I quote from an address made by 
him: 

“We should tell the truth to the country. We should 
say to the people that these loans are neither a moral 
nor a just obligation, because if they were paid we 
should not have borne our just share of the burden of 
defending the great common cause.” 

Surely the opinion of this great American jurist 
should have weight. 

The Allied peoples do not ask a donation. They ask 
only justice. It should however be realized that this 
claim is one of the principal obstacles to the rehabilita- 
tion of Europe and of the world. The lessening of 
the burdens of taxation in countries where they are 
of crushing weight is a first essential * * * 

And now I rest my case. The judgment of the 
American people is sound, but they must hear both 
sides. My own conviction is that when they under- 
stand the facts they will demand that their Govern- 
ment cancel these claims gladly, and without condi- 


materials he 


and powder? 


ticae, * * 


Security Life’s $100,000 Club 

The Security Life of America is holding its 
eleventh annual convention of the Hundred 
Thousand Dollar Club this week at Chicago. 
The president of the club this year is Evan 
Pugh, and its vice-presidents F. A. Murray, W. 
J. Holper and J. D. Ward. Among the subjects 
to be discussed were: The Conservation of 
Business, Business Insurance, Prospecting, Life 
Insurance to Satisfy Human Needs and Meet- 
ing Objections. 
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A YOUNG MAN’S OPPORTUNITY 


We want to hear from young men now connected with local 
or general agencies and who are familiar with Fidelity and 


Surety lines. 


Men whose present field seems to be limited and 


who are anxious to travel as Special Agents after being properly 
trained and later to be placed in lucrative branch office or gen- 


eral agency positions. 


All applicants must possess either actual or potential ability. 


Address Opportunity care of THE SpEcTATOR, Box 1117, 
City Hall Station, New York City. 
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OHIO FARMERS INSURANCE COMPANY 


LE ROY, OHIO 


URINAIRE So Soir 55) 05) saul ca aslo jevsis a iolateves Reo $284,741.84 
Reserve Unearned Premiums ................000- 3,561,898 .82 
Reserve Taxes ..'......+. Ue as eoetiotave us ie batt pohetc tau eotiets 66,904 .50 

8,314.83 


Reserve All Other Expenses .........0.0c0cec000 


STATEMENT DECEMBER 31, 1921 
NEW YORK BASIS 


i 


Organized 1848 






Reserve Emergencies ............... ¢ 125,000.00 

IS Ge SIAN ENE oss tetrcre ovacoiiss ee s.ao'e aio ee 1,043,141 .37 

Surplus to Policyholders ........................$1,168,141,37 

en ere ee eer $5,090,001.3. 
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THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in II]linois still open. Will 
be pleased to hear from anyone interested. 





INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Insurance 
Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
in terms, but soundly based. The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. 

We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 








Head Office—Winnipeg. 

















Three Essentials of Salesmanship 


By E. M. Freudenberger 


A leaflet which points out how salesmanship may be assisted 
by giving attention to the three features which are accentuated 


in this 
“KEY TO PRODUCTION’”’ 
PRICES: 

Single copy, 15 cents 
eee $2.50 2,000: Copies :........5...% $25.00 
B00: CODICES. ..05000s 05-00 4.00 5,000 copies... ......... 100.00 
We MOBMIOS bcosiccac ene 15.00 10,000 copies.......... 180.00 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Wim.tam STREET 
YORK 


RS Aee. 





EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
—— and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 














YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 



































WE WANT AGENTS 


Insurance Exchange NEW 
to push our five=-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 

















GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile, 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


us ELMER H. DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 


INSURANCE 











INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection witha 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. ‘The International Life profit 
sharing plan is now reinforced by two years of prac: 
tical and successful demonstration. It is an exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 
“*A World of Strength’’ a 
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A VALUABLE SET OF ACTUARIAL BOOKS 


eT RE 
ILLINOIS TLLUNOIS 
STANDARD STANDARD 
TABLES TABLES TABLES 


es een ee 


FACKLER = FACKLER = FACKLER 
AND AnD AND 
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SPECTATOR SPECTATOR SPECTATOR 
COMPANY COMPANY COMPAKY 





VOLUMES I AND II NOW AVAILABLE 


[llnois Standard Tables 


NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 


Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 
Volume II. Mean Reserves. 














Volume III. Cost of Insurance. 
Single Volume Computed by Set of Three 
Volumes 


$25.00 FACKLER & FACKLER $60.00 


Consulting Actuaries 




















THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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— 
The Independent Order of Foresters 


ORGANIZED 1874 
THE SOCIETY HAS PAID OUT 


OVER $74,000,000 
TO MEMBERS AND THEIR BENEFICIARIES 


BENEFITS PAID IN 1921 


Pearned hes ra a I ea oss Rack iv eect OR SS $2,042,320.28 
Paid in Funeral Benefits 17,931.21 
Paid in Disability Benefits 109,070.78 
Peek Ren lr ISONROIN ERS gos os ok aie Ge sie > de gradlnna ele sire cia aware 1,079,724.99 
Paid in Expectation of Life Benefits 44,559.89 
Paid in Sick Benefits 229,632.26 
Paid in Grants 159,793.94 
Paid in Benevolent Work 101,762.82 


MRUBE NN cad a rarer oe eee ca rans st aay lsat Ge read sgersosvacean setae Nee euenoteeea nee $3, 784,796.17 


Life Insurance Policies Issued from $1,000 to $5,000 


With Disabil- 


WHOLE LIFE LIFE (20 Payment) LIFE (20 Payment ‘iy"benckti}), 
OLD AGE BENEFIT CERTIFICATE ([0077 01? 2ee*seneae) 


HEAD OFFICE - - “ = “ TORONTO, CANADA 


SYDNEY H. PIPE, F.A.S., A.I.A., Actuary. W. H. HUNTER, President. G. R. COTTRELLE, Treasurer. 


GEO. E. BAILEY, Secretary. 
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** Life Insurance and 


—HowTo Sell It’ 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 
pointed every day. 


ABSORBING AND INTERESTING 


Address the $1.00 postpaid 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 
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THE SPECTATOR 











OVER HALF A CENTURY OF INSURANCE SERVICE 





IMPORTANT LIFE INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK 
LIFE, CASUALTY AND MISCELLANEOUS VOLUME, $15; FIRE AND MARINE VOLUME, $15; THE SET. $25 








ABC of Life Insurance $2.00) Life Insurance and How to Write It $2.50 
Actuarial Theory 10.00} Life Insurance Policyholders Pocket Index 75 
American-Canadian Mortality Investigation 20.00 a hig a on 1 . 
Art of Canvassing, The 2.00} Monthly Income Policy ; 
Art of Insurance Salesmanship, The 2.90| Multiplying Your Income 1.50 
<n: ag ~q| Notes on Life Insurance 4.00 
Art of Selling, The 1.50 —— 
: ~,,| Objections and Answers 1.50 
Business Insurance Ede he ee 1.50 
i f Official Life Insurance Reports 5.00] ce a we «at ; 
Compendium o sate eee ] iy Plain Hints to Life Insurance Solicitors .50 
Cost of Insurance 10. 00 Pocket Register of Life Associations 75 
Efficiency ; ; 1.25! Practical Lessons in Actuarial Science (Two vol- 
Graphic Selling Charts for Life Agents (In Press) 10.00 umes), $6 each; ordered together 10.00 
Handy Guide to Premium Rates, Applications and Practical Pointers 2.00 
Policies 4.00] Principles and Practice of Life Insurance 20.00 
How to Sell Insurance 2.00) Prosperous Agent, The 1.50 
Illinois Standard Tables (3 vols.) 60.00) Psychology of a Sale 1.25 
Income Insurance .50} System and Accounting for a Life Insurance Co. 25.00 
Insurance Science and Economics 3.00| Talks with Life Insurance Agents 1.50 
Institute of Actuaries Text Book (2 vols.) 15.00} One Thousand and One Hints to Agents of 
Life Agents Brief 2.00 Industrial Cos. 1.00 
Life Assurance Primer 3.00} What Life Insurance Is and What It Does 1.50 
Life Insurance Catechism .50| Why and How Business Insurance Benefits Its Users .25 
Sole Agents for all Works handled by CHARLES & EDWIN LAYTON, London, England 
Send ten cents in stamps for new complete catalogue of Insurance Publications, with descriptive circular of books listed above 








HANDY GUIDE TO 


ILLINOIS STANDARD 
TABLES 


By FACKLER & FACKLER 
Vol. I. Net Premiums and Terminal 
Reserves. 
Vol. Il. Mean Reserves. 
Vol. III. Cost of Insurance. 


PRICES 


Single Volume $25.00 
Set of Three Volumes $60.00 














WHEN IT IS PUBLISHED BY 
THE SPECTATOR COMPANY 
IT IS 


THE STANDARD WORK 
ON THE SUBJECT 





RATES, APPLICATIONS AND POLICIES 


of American Life Companies 


Flexible cover, plain $4.00 

With Thumb Index 4.35 

Three Supplements (to sub= 
scribers) 1.00 


LIFE AGENTS BRIEF 
Premiums; Policy Provisions; Divi- 
dends; Net Cost; Surrender Values. 


In Flexible Cover $2.00 








Write for list of up=to=date important life insurance leaflets; nearly a hundred to suit various requirements 


THE SPECTATOR COMPANY 


CHICAGO 


NEW YORK 








THE SPECTATOR Tum 

















To the Man Who is Willing— 


s eee Oo et 
SURRENDER at SAN JAC 


ONT-TE 


We are prepared to offer unusual opportuni- 
ties for money-making NOW and creating 
a competency for the FUTURE. 


For Contracts and ‘Territory, address 


H. M. HARGROVE, President - BEAUMONT, TEXAS 

















PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


SY 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 


“ BORROWING FROM MARY. 
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INFORMING WORKS OF VALUE) 


TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 
(Originator of Monthly Income Insurance) 


Much valuable advice and instructive matter for agents, including the 
veteran and the beginner, can be found in the publications issued by The” 
Spectator Company of which William T. Nash is the author, Be 


Exclusively for the Information 
of Agents 


MULTIPLYING YOUR INCOME, price $1.50. 

This is one of the best hooks ever put out for the instruction of 
agents. Jivery beginner should master it and even the veteran will find 
new inspiration. In flexible binding. , 4 

THE MONTHLY INCOME POLICY, price 50c. F 

As the originator of monthly income insurance, Mr. Nash is especially 
well qualified to instruct the field workers on this subject. Large num % 
hers of policies have been placed through the hints contained in this 7 
book. Bound in cloth. : 

A GREAT FUTURE, price 25c. i 

A pamphlet showing forcibly the unlimited opportunities for advance. | 

ment of the solicitor in the selling of life insurance. : 
METHODS THAT WIN SUCCESS, price 15c. 

Three short stories bearing on methods adopted by successful agents 
are brought together under the above title. The names of these stories ” 
are “IEeggs and Life Insurance,’ “Blue Chips’ and ‘The Man Next 7 
Door.” Each story. carries a lesson. 4 


THE STORY OF ED. REDLICH, price 15c. 


A true story of the opportunities in Life Insurance for the average 
man, told in simple but forceful style. : 


For the Prospect and PolicyHolder 


All the leaflets and pamphlets listed below, also written by Mr, Nash, ; 
have proved great business producers. Each one has a special punch 7 
leading to the signature on the dotted line. 4 


FOUR LEAFLETS ON MONTHLY INCOME INSURANCE 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME 48 © 
SAVING WHAT YOU LEAVE 10, 
A LOT OF MONEY AS 
INSURING YOUR INSURANCE 1S 


LEAFLETS ON LAPSATION 
AT THE END OF THE ROAD 10 
WHY WE DON’T LIVE FOREVER 10 
LEAFLETS CONTAINING GENERAL ARGUMENTS URGING THE © 
VALUE OF LIFE INSURANCE 


ONE FARMER’S EXPERIENCE WITH LIFE INSURANCE uu 187 
ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE 18 
ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSUR- | 

ANCE 15 




















ONE DOCTOR’S EXPERIENCE WITH ENDOWMENT INSUR- __ | 
ANCE 15 





ONE SELF-SUPPORTING WOMAN AND HER LIFE INSUR- J 
ANCE 15 


THE WIFE’S INSURANCE. 10 
NOT JUST NOW: A Warning to Dilatory Prospect S....ccrccccsrmso a 











REAL REASONS FOR LIFE INSURANCE 15 4 


SHORT STORY SERIES FOR AGENTS—METHODS THAT 
WIN SUCCESS: Three stories with good pointers, “Eggs and 


Life Insurance,” “Blue Chips,” and “The Man Next Door.” .15 7 


THE COST OF DYING—Providing for the Inheritance Tax .20 
GIVING YOURSELF A CHANCE -10 q 
OUT OF THE MOUTHS OF BABES 15 


ACCIDENT INSURANCE LEAFLETS 
TEMPTING FATE: Showing the Accidents Likely to Befall 
Even Preferred Risks. (Illustrated ) 20 
DEFYING FATE 10 | 
SOMETHING IS ALWAYS HAPPENING 10 


Sample copies cf each of the twenty-two leaflets under “For the Pros 
pect and Policyholder” vary at 20c, 15c, or 10c, amounting for the twenty 
two leaflets to $3.00. The price of the five booklets under the head 0 1 
“Exclusively for the Information of Agents” is $2.55. Send us remit™ 
tance for $5.00 and we will mail you sample copies of all (27) of the 
Nash publications. Send for circulars giving prices in quantities. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET) 
NEW YORK 
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sf PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


HorrRAtTs AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivoca!l Endorsements 
of Life Insurance Protection 


" 


i Sold in quantities to Companies and General Agents 
as follows: 
& PRICES: 
0 copies..........$4.50 1000 copies. .... ..$30.00 
50 copies..........18.00 5000 copies. ......120.00 
a 10,000 copies......$225.00 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


% ; 
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KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 

















| North British «« Mercantile 
| Insurance Company 


LIMITED 
109 YEARS OLD 


| | Fire, Tornado, Automobile, Sprinkler 


Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





} CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 








THE COMPANY OF 
—} 8 fof of 
SALESMEN— 


ame LIFE 








GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILAIR, 


Vice-President and Secretary 
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HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: ; 
Premiums received during the year 1921 $6,990,547 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc 
Amount Added to the Insurance Reserve Funds 
Net Interest Income from Investment 

($642,638 in excess of the amount required to maintain the 

reserve) 

Actual mortality experience 53.44% of the amount expected. 
Insurance in Force $223,116,887 
Admitted Assets 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 











“RAND Bars LABEL CO. 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 


Ea 
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Home Office Building 


PEORIA LIFE INSURANCE COMPANY 


PEORIA, ILLINOIS 


On the one hand there’s the life agent whose initial equipment consists of the 
proverbial “‘rate-book, set of supplies, and a God-bless-you. 


Then there’s the Peoria Life man. He is first given a thorough course of instruc- 
tion in Insurance and the theory and practice of Salesmanship. Then he has policy 
contracts that embody every attractive feature of modern life insurance. He receives 
a liberal commission on the business he writes. An experienced Home Office representa- 
tive gives him personal training and help-—not only at the outset, but continuously and 
at frequent intervals thereafter. He knows that he is working with one of the Country's 
most progressive and rapidly growing legal reserve companies, and that the many de- 
sirable openings created by its constant expansion are filled from its own agency ranks. 


IS IT SURPRISING THAT PEORIA LIFE MEN ARE HAPPY AND SUCCESSFUL? 

















